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THE NATIONAL UNIT POSTING PLAN produces unusual savings 
at the First National Bank of Loveland. 


“Our ational Unit Posting Plan 





TTRACTIVE, EFFICIENT HOME of the 
First National Bank in Loveland, where 
the National Unit Plan provides peak 
nasnsanettied of operation. 
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HAROLD M. PICKLER, First 
National Bank, Loveland, a Canes. 


repays its cost every 18 months!” 


—First National Bank, Loveland, Colorado 


‘Complete installation of National 
equipment erables us to operate at 
peak efficiency for the first time in 
our history. National machines give 
us speed, control, accuracy and 
simplicity —plus real economy of 
operation. 

“The National Unit Posting Plan 
is the answer to any bank’s book- 
keeping department control problem. 
It cuts cost of operation . . . requires 
fewer machines... reduces mainte- 
nance cost .. . saves stationery. 

“Our three National 135 Unit 
Posting Machines produce amazing 
results. They post statement, ledger 
and journal all at once... all origi- 
nal records . . . eliminating carbon 
records and duplication of postings. 


**We, as bankers, are interested in 
returns on money invested. After 
detailed analysis of comparative 
costs, we find our installation of the 
National Unit Plan repays its cost 
every 18 months—a 67% annual 
return on our investment. 

“Five National Bank Teller Ma- 
chines pay for themselves by saving 
extra tellers, floor space, and sta- 
tionery. They give positive control 
over every deposit from original 
entry to general edger. We handle 
our customers 35% faster now than 
with old pen-and- ink method, also 
eliminate expensive pass books. 

“Our National Proof Machine 
does the work of three people and 
pays for itself every year. One book- 


keeper now handles five different 
jobs on our National Multiple-Duty 
Accounting Machine. National Add- 
ing Machines throughout our bank 
give complete satisfaction.” 

This evaluation could come from 
your bank if you were using the 
National Unit Plan. Call your nearby 
National representative today and 
find out how much time and money 
you can save. Or, write us at Dayton. 
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ACCOUNTING MACHINES ’ 
| ADDING MACHINES » CASH REGISTERS 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio a wild 
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CONVENTION COVERAGE 
Sirs: 

On behalf of the Independent 
Bankers Association of America, I 
want to thank you for the excellent 
coverage given our convention in 
your June issue. I have never seen so 
many excellent pic- 
tures, and the 
news reports were 
condensed in such 
@ manner as to 
give in brief form 
a complete story of 
the activities of 
the convention. I 
sincerely hope, and 
am inclined to be- 
lieve, that this is . 
going to result in 
a number of new MR. BRYAN 
subscriptions and advertisements. 

Since Detroit, I have attended the 
Tennessee, Maryland and Virginia 
conventions. 

I am convinced that the Senate’s 
action in passing S.975 resulted larg- 
ely from the organized activities of 
our members during recent weeks. 
Our district chairman organization is 
beginning to function, and we expect 
to perfect this much further. 

Thanks again, and all good wishes 
for your continued and increasing 
success. 

W. J. BRYAN 
Vice President, Third National Bank 
Nashville, Tennessee 
President, 
Independent Bankers Association 


of America 
* 


Sirs: 

On the train 
from Washington 
I read The Inde- 
pendent Banker's 
June issue from 
cover to cover. 


Your coverage of 
our convention in 
Detroit was by far 
the most comphkte 
coverage we have 





ever had, and I 

want to compli- . 

ment you. MR. DuBO!IS 
BEN DuBOIS 


Secretary, I.B.A. 
Sauk Centre, Minnesota 


* 


Sirs: 
I want to compliment you on the 
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fine job done in 
your June issue in 


connection with 
our convention in 
Detroit. 


Mr. Parshall and 
several of our em- 
ployees would like 
to have copies of 
the magazine, and 
I would appreciate 
your forwarding 
me 25 copies. 





MR. SMITH 
T. ALLAN SMITH 
Vice President, 
Bank of the Commonwealth 
Detroit, Michigan 


State Director, I.B.A. 
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. A LOOK BACKWARD, A LOOK AHEAD 
Sirs: 


It is always interesting to watch 
men attack problems when they are 
concerned about developments in 
their own line of work. 





Cover Picture 





The Independent Banker's exclu- 
sive front-cover photo shows 
Artist Howard Wilcox of Cunning- 
ham & Walsh, Inc., a leading New 
York advertising agency, in the im- 
portant work of creating effective 
bank advertising. Our staff pho- 
tographer found him hard at work 
on the current highly-successful 
compaign being run in New York 
city newspapers for the Bank of 
the Manhattan Company. 

For an interesting story on the 
campaign, see Page 11 of this 
issue. 








Some attack them from the view- 
point of generalities; others, from the 
viewpoint of want- _ 
ing facts; others © 
just don’t approach 
them at all — they 
just go along with 
the current, what- 
ever the direction 
may be. 

As chairman of 
the resolutions a 
committee for the 
convention. of the 
Independent Bank- 
ers Association of 
America at Detroit, April 28-30, I had 
spent many hours preparing an agen- 
da of resolutions that might serve as 
a basis from which to approach the 
problems upon which the convention 
might speak officially. 

Wanting to know what the execu- 
tive council was thinking, I sat in 
an all-day session of that council, 
trying to get ideas in addition to 
those I had been studying. I had been 
allotted 30 minutes to present to the 
executive council a matter on which 
I have spent some 20 years in study 
and in presentation to groups. As a 
part of that presentation, I had pre- 
pared a table showing how the num- 
ber of branch offices had increased 
from a total of 19% on December 31, 
1933, to a total of 42% on December 
31, 1953. 

Those facts, easily obtainable by 
any interested banker, did not seem 
to mean anything when I made the 
statement that when the history of 
banking would be written in 1974, it 
would probably contain a statement 
that in 1969, the Independent Bankers 
Association had not been able to with- 
stand the on-rush of branch-banking 
and had ceased to exist. 

Yet, as I listened to the discussion, 
I sensed that the bankers felt they 
were fighting a losing batle, that they 
did not know how to combat this 
flood of mergers and new branches. 

In the resolutions committee I felt 
the same sense of frustration on the 
part of some of those bankers. 

Yes, everybody was for killing the 
holding-company through the Cape- 
hart bill, but.there wasn’t anybody, 
with the exception of the chairman, 
who wanted an out-and-out resolution 
against branch-banking. 

I couldn’t understand it. 

What is the difference between a 
company holding a controlling inter- 
est in a bank, and a main office that 
Operates a branch? They are both 
“holding-companies” to me. 

Then I learned the reason (7). 

A branch is not such a terrible 
thing, if it is a branch of “my” bank 
in a small community that is not 
large (?) enough to support an in- 
dependent bank; or, if it is in a resi- 
dential neighborhood that is too 
apathetic to organize its own bank, 
but wants someone else to bear all 
the risk and expense of providing the 

(Continued on Page 4) 
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What’s in it for you? 


Any bank that has a battery of new Mosler Safe Deposit 
Boxes in its vault knows what they “‘hold’’—customers! 
Mighty important ones, too! 

You probably wouldn’t have to check very far to discover 
that your best customers are your ‘‘safe deposit box’’ cus- 
tomers. They’re the solid citizens. The bigger depositors. 
The people who give your bank its most valuable business. 


Naturally, you want to hold those customers, You want to 
get as many more as possible. 

That’s why it’s important to take a critical look at your 
safe deposit facilities, now. Decide whether they really 
give your customers the most modern, impregnable pro- 
tection they can obtain anywhere. 


Today, when that kind of protection is required, most 
bankers think almost instinctively of Mosler. During the last 
8 years alone, more than two million Mosler Safe Deposit 


IF IT’S MOSLER ... IT’S SAFE 


%* Mosler Safe “” 


World’s largest builders of safes and bank vaults . . . Mosler built the U. S. Gold Storage 
Vaults at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 
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Boxes have been installed in banks throughout the world. 


Wouldn’t it be a good idea to arm yourself with informa- 
tion about these safe deposit boxes . . . be ready to make 
progress, increase business? Mail the coupon below, or 
write for a Mosler engineering survey, which will indicate 
how you can add new units in your present vault space. 
Do it, now. 





PY ome 
THICK POLISHED or stainless steel © MOST ADVANCED safe deposit 
doors are precision machined locks in the world are the 


Mosler $5700 and $5900. Over 
800,000 renter key changes are 
possible. 


foot oo ooo oon nnn 
The Mosler Safe Company, Dept. 18-7 

32nd Street and Sth Avenue, New York 1, N.Y. 

Please send me complete information about Mosler Safe Deposit Boxes. 


for exact fit . . . give modern, 
up-to-date appearance to vault. 














| 

| 

| 

; NAME POSITION 
BANK NAME 

| ADDRESS. 

| cry ZONE___ STATE 
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neighborhood with a _ check-cashing 
and change-making service. 

And I learned a further reason (7): 
the people want service right at their 
home doors; they are not willing to 
travel from three to five miles to 
their bank in an automobile, in from 
six to 10 minutes, and pay a park- 
ing charge, or accept free parking 
from the bank; but they insist upon 
a bank erecting a $100,000 (or more) 
building and installing three to five 
or six employees who must be paid 
to render this service. So, because the 
people are in such a hurry, some 
banker is willing to provide that 
costly service, and the banking pow- 
ers at Washington, or at the state 
capital, not knowing what they are 
doing toward the centralization and 
the ultimate nationalization of bank- 
ing, license another branch. 

Only a few years ago the horse and 
buggy took the farmer and his wife 
to town at the rate of 10 or 12 
minutes per mile, or the streetcar 
line took the suburban resident to 
the bank ‘downtown”. But, you say, 
the horse-and-buggy days are gone; 
we must now render an efficient one- 
minute banking service. (Do you re- 
call the comment about the efficient 
farm operation in Russia?) 

Then, when that group of bankers 
was told that they were helping to 
kill the little independent merchant 
who helped make America great, they 
applauded with all their might and 
power, and then went home to drive 
some more nails into the coffin of the 
independent merchant and banker. 

As I met the presidents of many of 
those banks and sized them up as be- 
ing past 60, I wondered how long they 
would withstand the merger bait that 
would be dangled before them, when 
they realized that there was no one 
willing to pay the price to buy the 
bank from their widow, and no one 
had been trained to operate the bank 
for the widow. 

They were sensing that trouble, 
and we adopted a resolution provid- 
ing for the appointment of a com- 
mittee to study a suggested plan to 
meet the situation. 

A bank having only five stock- 
holders (a family bank) cannot pass 
out of existence like a little corner 
grocery store. The independent bank- 
er has an obligation to his depositors 
and to his borrowers, as well as to 
himself. 

When the merger bait is dangled 
before him, and he accepts it, he is 
thinking only of himself and of his 
family, and another independent bank 
will pass out. 

Thirty-eight states now permit 
branch-banking; only 10 (on Decem- 
ber 31, 1953) do not. 

Members of the Independent Bank- 
ers Association, let me say this: 
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Independent banking cannot exist 
half branch and half unit. 

Independent America cannot exist 
half branch-banking and half unit- 
banking. 

As long as that condition exists, 
the independent unit bank is doomed, 
and the youngest men who went to 
Detroit will live to see the day when 
there will not be an independent unit 
bank in existence, unless you make 





up your minds that the advocate of 
branch-banking, of any kind, has no 
place in the Independent Bankers As- 
sociation. 

That means you support only can- 
didates for your state legislature and 
for Congress, who have said before 
nomination and election that they 
stand for independent banking. 

Don’t expect them to fight for you 
when they were elected by the sup- 
porters of branch-banking. “That 
just ain’t human nature”. 

Cc. E. BROCKWAY 
President, First National Bank 
Sharon, Pennsylvania 
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It is no coincidence that so many out-of-town 
banks rely on American National for correspondent 
banking service in Chicago. 


They know that we are close to the heart of Chicago 
business and industry. They realize that because 

we are thoroughly familiar with the hub of the 
Midwest, we can offer them many extra services. 


If you are not already a correspondent of American 
National, why not make use of our day-to-day 
contacts and experience in the Chicago area? Call on 
us for any of your correspondent banking needs. 


American National Bank 





and Trust Company of Chicago 
LA SALLE AT WASHINGTON, CHICAGO 90, ILLINOIS 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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ROBLEY F. DeMOTT, vice president of Peninsula National Bank, 
Cedarhurst, New York, presents prizes to winners of the essay con- 
test on “Banking Services” at Saint Joachim’s parochial school in 
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Cedarhurst. Students (left to right) are Sally Connolly, first prize, a 
$20 savings account; James Ambruso, second prize, $10 savings 
account; Patricia Woodley, third prize, $5 savings account. 


“Good Neighbor Policy” Clicks 
For This Small-Town Bank 


aE AFTER Mr. and Mrs. Frank 
Fisher moved to the attractive little 
Long Island community of Cedar- 
hurst, New York, they opened an ac- 


count in the Peninsula National 
Bank. 

A few days later, a distraught Mrs. 
Fisher walked into the bank. Her hus- 
band was at his job at a nearby air- 


port. Their household furnishings 
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had just arrived from New England. 
She had found herself in the midst 
of a clutter of unpacked barrels, 
trunks and boxes. To make matters 
worse, gas, electricity and telephone 
service had not yet been connected. 
Could the bank, help? 

The bank could, and did. A mem- 
ber of the staff quickly located a 
handyman to take over the unpack- 


ing job and also arrange for gas, 
electricity and phone service. 

This incident, while perhaps a 
little out of the ordinary, is an 
example of the “personal touch” 
which has enabled Peninsula National 
to grow and prosper while hundreds 
of similar banks throughout the na- 
tion have been swept out of existence, 
chiefly through mergers. “We try to 
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"GOOD NEIGHBOR POLICY” 


(Continued from Page 5) 








be good neighbors”, explains Penin- 
sula’s President Charles J, Machleid. 
The bank mortality rate has been 
rising steadily in recent years, Last 
year, 126 banks left the scene, com- 
pared with 113 in 1952 and with 89 
is as recent a year as 1948, In most 
cases, the pressure of competition 
from bigger neighbors is a major 
factor in decisions to sell out. 
Peninsula National’s competitive 
situation would gray the hair of a 
less aggressive banker than Charles 
Machleid. Right in its own Nassau 
county are Franklin National Bank. 
with assets 10 times Peninsula’s 
$22.6 million, and Meadow Brook 
National Bank, about five times 
Peninsula’s size. Both Franklin Na- 
tional and Meadow Brook have grow- 
ing systems of branches, some of 
which are within a few miles of 
Peninsula. Meadow Brook, in fact, a 
couple of months ago acquired two 


branches in Peninsula’s “live 
Towns” area Cedarhurst plus 
neighboring Lawrence, Hewlett, 


Woodmere and Inwood. In addition, 
of course, Peninsula must compete 
with the big banks of New York city, 
only a few miles away. 

A look at the figures, however, 
shows Peninsula has more than held 
its own, Without benefit of mergers, 
its deposits jumped from $12.2 mil- 
lion at the end of 1947 to $19.4 mil- 
lion at December 31, 1953 — a gain 
of 59%. That compares with an 
average gain of 21% for all banks 
throughout the nation. 

The bank has done equally well 
profit-wise. Net earnings last year 
were $133,041, up 859% over the 
previous year, The 1953 profit was 
equal to 13.2% of the bank’s capital 
funds, compared with an average 
figure of 7.4% for banks of the same 
size classification in the New York 
Federal Reserve district. 

Much of the credit for the bank's 
success must go to its public rela- 
tions program. This program is aim- 
ed at winning friends — and, of 
course, new business — for the bank. 

Near the door of the bank’s office 
in Cedarhurst is a fishbowl filled 
with coins. Anyone needing coins 
for a parking meter can make his 
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own change. “We don't know how 
we come out on it”, says Robley F. 
DeMott, vice president in charge of 
public relations, “And we don’t care”. 

Another © goodwill-getter in the 
lobby is a well-stocked umbrella 
stand. On rainy days, customers can 
help themselves, although the bank, 
of course, hopes most of the umbrel- 
las eventually will be returned. 

Over-caution on that score almost 
got the umbrella venture off to a bad 
start. The first supply was ordered 
with big initials, “PNB”, printed on 
the umbrella tops. Vice President 
DeMott tried one on a rainy day; 
gibes of friends quickly convinced 
him the bank should skip the big 
label. 
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Three years ago, the bank hired 
Mrs. Marvin Lobel, long-time Cedar- 
hurst resident, as a new business 
representative, Tillie Lobel’s job is 
unusual, She drops in on newcomers 
to the community for a social chat. 

Not long ago she visited a house- 
wife who had just moved to the com- 
munity, with her husband and her 
teen-aged daughter. Mrs, X was very 
unhappy. Her daughter, a college 
freshman, had no friends in Cedar- 
hurst. Friendly neighbors had _in- 
vited Mrs. X to join them in a canas- 
ta game, but she preferred Mah 
Jongg and was “just dying for a 
game”, 

Mrs, Lobel found these problems 
easy to solve. She sent her own 
daughter, also a college freshman, to 
see the friendless teen-ager, intro- 
duce her to other girls in Cedar- 
hurst. She knew a group of women 
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CHARLES MACHLEID 
Their public relations pay off. 


ROBLEY DeMOTT 


who also liked Mah Jongg and ar- 
ranged for them to get acquainted 
with Mrs. X. 

Mrs. Lobel and many other Penin- 
sula employees belong to a raft of 
community organizations. Public Re- 
lations Director DeMott is president 
of the Five Towns Kiwanis club, and 
is active in the American Legion, the 
Hewlett-Woodmere Exchange club, 
the Family Service Association (a 
welfare group), the Lawrence-Cedar- 
hurst Merchants Association and the 
Boy Scouts. 

Mr. DeMott works at winning 
friends for the bank while they’re 
young. With the enthusiastic cooper- 
ation of school officials, he lectures 
on banking to classes in a local high- 
school and to seventh and eighth 
graders at three local schools. Two 
more gradeschools will be added 
next Fall. 


See Photo on Page 5 


The bank sponsors essay contests 
in the gradeschools, with the con- 
testants writing on banking subjects. 
The winners get cash prizes donated 
by the bank. For the past five years, 
the bank also has presented cash 
awards to the Lawrence highschool 
seniors with the highest averages in 
business subjects. ' 

Mr. DeMott never mentions Penin- 
sula in his school talks, distributes 
no advertising material. The bank 
has no part in judging the essays. 
nor does it make any use of the win- 
ning essays. Peninsula takes group 
pictures of the classes Mr. DeMott 
addresses; the photos are exhibited 
in the bank’s lobby for a brief period 
and then presented to the classes. 

Mr. DeMott watches closely for 
word of Five Towners leaving on 
vacations or opening new businesses. 
Residents embarking for Europe of- 
ten have found in their staterooms a 
bottle of champagne, compliments 
of Peninsula National. The bank is 
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careful to always send flowers to the 
opening of a local shop. 


President Machleid Busy 


President Machleid keeps a close 
eye on all the bank’s operations, oc- 
casionally participating actively in 
negotiation of loans amounting to 
only a few thousand dollars, Active 
in banking since 1910, he put in six 
years as a national bank examiner 
before coming to Peninsula as 
cashier in 1931. 

Mr. Machleid likes to hire new 
employees at the bottom and let them 
work their way up. A charter gradu- 
ate of the Graduate School of Bank- 
ing at Rutgers, he has sent two other 
employees to the school. Employees 
also are encouraged to sign up for 
evening courses sponsored by the 
Nassau county chapter of the Ameri- 
can Institute of Banking at nearby 
Hofstra College. 

The bank up to this year paid a 
10% employee bonus each year. This 
has been replaced by a new employee 
profit-sharing program. Mr, Mach- 
leid meets with Peninsula’s 52 em- 
ployees regularly to discuss bank 
problems and practices. 


“My wife and I have had no chil- 
dren”, says Mr. Machleid, “but I 
think of the bank’s employees as my 
own family”. 

This attitude has paid off in a re- 
markably small number of personnel 
changes. In 1953, according to 
Jerome W. McDermott, comptroller, 
the bank had no turnover at aJl. An- 
nual turnover for banks generally 
runs as high as 25%. 


Not a Branch Bank 


Founded in 1920 by a group of 
local citizens, Peninsula has remain- 
ed community-owned, The bulk of 
its 316 stockholders live in the Five 
Towns area. The typical stockholder 
has relatively few shares; average 
holdings are 71 shares. Biggest 
single stockholder owns less than 
7% of the outstanding stock. 

By 1950, the bank’s business had 
grown so fast that a second office 
was opened in neighboring Hewlett. 
Peninsula officials are careful to call 
the new building an office — not a 
branch. “We’re not a branch bank”, 
insists Mr. DeMott. END 
surat tn, Se Santa 
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New business men in banks seldom 
participate in the purchase of checks, but 
they are interested in making it easy for 
their customers to get the style of check 
they want. That is why so many of them 
are familiar with our catalog, and why 
some of them carry it with them when 
they call on customers or prospects. 


This catalog of ours is a great con- 
venience. Our latest issue is so complete 
that almost any so-called ‘‘special’’ 
check can be selected in a matter of 
minutes. It is used regularly by more 
than twelve thousand banks throughout 
the country who have found it to be 
an effective medium for simplifying 
check ordering. 


Over the years check requirements have 
become more complex, with the result 
that designs and cost have sometimes 
been allowed to get out of line. In an 
effort to keep pace with the more varied 
needs of bank customers, we have 
continuously expanded our line of 
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“standardized” checks and, as a result, 
with slight modification almost any 
style of special check can now be secured 
promptly and at low cost. 


Another point of some significance, 
that makes it easy for customers to get 
what they want out of our catalog, is 
that they are enabled to deal directly 
with the bank people with whom they 
have their normal contacts and, while 
this at times imposes an additional 
burden upon these bank people, it 
provides them with a grand opportunity 
to practice service enlargement. 


So, while new business men and those 
whose job it is to serve the customers 
seldom place orders for checks, such 
transactions come within their field of 
interest because they involve serving 
customers pleasantly, easily and 
promptly. We submit, therefore, that 
our check catalog, especially the latest 
issue, provides them with an effective 
tool to help them in their work. 











CHECK PRINTERS 


Manufacturing Plants at: 
F UXE CLIFTON, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 
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Pickin’s quick and pickin’s easy when 
you know just what you want. Buy- 
ing the brands your family enjoys is 
clean-cut, simple and fleet. No weary 
wanderings, no hit-or-miss choosing, 
no indecisions, no wasted time. You 


go where you know you'll find them, 


you find what you know you'll like. ey od ©) ad Pl Ri G'S 
Now... somebody must take a lot of 
time to save you a lot of time. Some- os if Ee E y 4 Ee mm EASY 


body has to work hard to perfect the } 
quick-and-easy things of life. Well, when yo u're 
“‘somebody”’ is that vast body of f 

certain of 


manufacturers of trusted brands who 


never stop working to maintain uni- your brands 
form high quality. 


No wonder you can pick their prod- 


ucts on the carefree run! 


Advance help for quick choosing: 
the ads in this magazine. 
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Parallels Between Doctors 
And Financial Advisors 


Tix PRACTICE OF MEDICINE and also 
that of finance have been carried on 
since the dawn of civilization, and 
the two professions not only have 
certain things in common, but also 
both should be conducted along lines 
of high ethical standards. 

Even in ancient Greek times, as 
pictured by Homer, we find in medi- 
cine a distinct and organized profes- 
sion which apparently had enjoyed 
the respect of public opinion. The 
medical art as it is now practiced, 
the character of the physician as we 
now understand it, both date for us 
from Hippocrates, creator of the 
celebrated Oath of Hippocrates. His 
teachings have served as a model for 
all succeeding ages, so that with all 
our enormous advances in knowledge, 
the true method of clinical medicine 
may be said to be the method of 
Hippocrates. 


Both Highly Important 


All down through the ages, while 
people were entrusting their health 
to doctors, they were also trusting 
their fortunes to persons who either 


held their money in safekeeping for 


them, advised them on investments of 
the type currently in favor, or hand- 
led financial transactions for them. 
At this point it should also be em- 
phasized that the conservation of 
peoples’ wealth, their protection 
against loss of funds, the giving of 
sound advice as to what is for their 
best interests in financial transac- 
tions — all of these things are truly 
of great importance, not necessarily 
to be compared with life or death, 
but certainly next ‘in consequence. 
Good health surely comes first, but 
the need for financial stability comes 
a close second. 

In ancient times, men _ invested 
usually in a whole project or took a 
substantial portion of one. These 
projects consisted chiefly or organi- 
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By Curtio V. ter Kutle 


Haligarten & Co., 44 Wall Street, New York City 


zing and financing shipping and cara- 
van ventures, and they closely re- 
sembled certain capital-gains specu- 
lations of today. No current income 
was expected; if the expedition re- 
turned safely with a load of frankin- 
cense, spices, or gold, then the profit 
usually was enormous. If it never 
returned, there was a total loss. 


To Davy Jones’ Locker 


One such ancient speculation 
which failed was recently revealed 
with the discovery near Marseille, 
France, of the wreck of a vessel 
owned by a wealthy Roman _ mer- 
chant-shipowner, which sailed. from 
the Greek island of Delos in about 
230 B.C. It was carrying a cargo of 
10,000 amphora containing a total 
of approximately 65,000 gallons of 
Aegean wine, which was _highly- 
prized and brought stiff prices in 
Gaul, since at that time the ancestors 
of the French had practically no viti- 
culture. Its sinking must have been 
a staggering loss. 

On the other hand, the expeditions 
of Cortez and Christopher Columbus 
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to our new world presumably were 
highly-profitable for the backers. 

Bond and stock certificates, as we 
now use them, were unknown. How- 
ever, it should be borne in mind that 
in ancient times there were financial 
agents who organized investment and 
speculative projects and brought 
them to the attention of wealthy cus- 
tomers. 

In the 13th Century, the word 
financia was employed to denote the 
funding of indefinite liabilities of 
serfs to their lords. In the course of 
time, the word financia became near- 
ly synonymous with the product of 
taxation and the finances of a coun- 
try. 

The finance of antiquity derived a 
revenue from customs; in the case of 
Athens, this took the form of an ad 
valorem duty of 2%. Xenophon, in 
the oldest work on finance, outlines 
means by which the Athenian hore 
revenue might be conveniently in- 
creased, including the imposition of 
a personal property tax. The collec- 
tion of taxes in ancient Rome was 
entrusted to contractors (investment 
bankers) who purchased by auction 
the right of levying the tax. 


Holland and England 


Long before the founding of the 
Bank of England in 1693, private 
bankers were fulfilling many of the 
functions of commercial banking. In 
about 1676, banking was undertaken 
by goldsmiths in London, a business 
which had been going on in Holland 
possibly for at least 200 years. The 
goldsmiths received deposits and 
paid interest up to the date of with- 
drawal. 

In 1710, the Smith Sea Company 
was formed in England and shares 
offered publicly to provide funds to 
take over the national debt, in return 
for which service the company was 
to have exclusive right to conduct 
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trade between England and the South 
Seas. This bold project resulted in 
the collapse of what was termed 
“The South Sea Bubble”, a crash 
comparable to the fall of the Insull 
empire here in the United States. 

The above quick look at the his- 
tory of medicine and finance is de- 
signed to show that all during the 
scope of civilization there have been 
men who looked after the health and 
wealth of other persons. The greater 
majority of these were honorable, 
conscientious, and carefully atten- 
tive to codes of ethics. 


How It All Began 


When a man who has been engag- 
ed in the investment business is 
obliged to lie on his back in a hospi- 
tal for days on end, he has ample 
opportunity to give thought to vari- 
ous subjects which ordinarily would 
escape consideration in the hustle 
and confusion of every-day life. The 
writer, who happened to be in that 
predicament recently, could not help 
but muse over the marked similarity 
between his business and that of phy- 
sicians and surgeons. 

To begin with, it may be granted 
that while the practice of medicine 
is a profession, it+is also a source of 
income, and consequently, medical 
advisors are sometimes tempted to 
be influenced by a clear profit motive, 


just as frequently happens to a finan- 
cial advisor. Sometimes, if it is a 
question as to whether or not the 
doctor should recommend an opera- 
tion, the vision of a new fur coat for 
his wife may loom up before him, 
just as it does before a financial ad- 
visor when asked to recommend an 
investment and who is long a block 
of securities on which he could make 
a substantial profit. 

In the hospital, one saw many types 
of doctors more or less under one 
roof, where their activities could be 
observed. There were many high- 
grade men among them, men of 
sound education and training, of high 
character and ability, whose every 
action commanded respect. True to 
their tradition, they would not con- 
sider for a moment any action not 
to the sole benefit of the patient. 

Also among the doctors present 
were several who appeared less in- 
formed, not quite so experienced, 
perhaps even a little careless in their 
dress and professional conduct. 


They're In Both Fields 


Finally, there seemed to be one or 
two whom any wide-awake business- 
man could have noticed. It seemed 
that these were of the type to steer 
clear of. One cannot describe just 
why; perhaps there was a hint of 
incompetence, possibly a touch of 
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avarice, maybe a tendency toward 
showmanship. 

In the financial world it is just 
the same. We have a great many high- 
grade, well-trained, competent men 
in the investment business; men who 
are reliable and do not misrepresent, 
who live clean lives, who respect the 
customer’s wishes and attend care- 
fully to his needs. They would not 
unload on a customer some invest- 
ment not suitable to his requirements. 


Then we have, unfortunately, some 
in our business who do not quite 
come in the above category. These 
men are only mildly-informed on 
investment subjects, they are not 
particularly ethical in their recom- 
mendations, they comply witi cer- 
tain rules and usages only through 
necessity, even their personal habits 
may be slightly lax. 

Last of all — and for once also, 
least — come the very few real 
“Get - Rich - Quick - Wallingfords”. 
These men are in a class by them- 
selves. They practically never are 
connected with reputable investment 
concerns, they frequently have an 
office layout which any experienced 
businessman could spot, they operate 
on long profits, not necessarily in 
worthless securities, but always with 
high pressure, misrepresentation, 
rampant speculation. 


The Proper Approach 


The moral lesson attempted here 
is to suggest a course of conduct, 
right and proper, dealing with the 
establishment of principles of right 
and wrong in the conduct of the in- 
vestment business. : 

The public should be urged to have 
confidence in properly-recommended 
and selected investment experts, just 
s would be the case with a physi- 
cian. The results of following the 
advice of a good financial advisor 
should be as favorable on an actua- 
rial basis as in following the advice 
of a high-grade doctor. It is impor- 
tant to pick out an experienced finan- 
cial man, yet there are many such 
men available. 

Then, when one has selected a 
good one, the thing to do is to work 
with him, to cooperate with him, to 
not jump from one to another, to 
consider all suggestions carefully, to 
study the data submitted, to not fol- 
low blindly, to use good judgment 
personally, but in the long run to 
rely on his advice. END 
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Wires Cunningham & Walsh, Inc., 


New York advertising agency, launch- 
ed its newspaper campaign for Bank 
of the Manhattan Company during 
the last six weeks of 1953, the small, 
grease-pencil drawings in cartoon 
style attracted a flood of favorable 
comment. This was a technique new 
to bank advertising. 

‘The public, generally, might be 
expected to receive messages from a 
bank in stiff, staid, formal language 
and appearance. The program de- 
veloped for Bank of the Manhattan 
Company was keyed in the diametri- 
cally opposite way — _ extremely 
friendly and informal. The reader is 
immediately disarmed, set at ease, 


THIS _— COVER STORY 
New York Bank Introduces 


Brand-New Ad Technique 


Grease-Pencil Cartoons Prove Highly Successful 
In Attracting Visibility and Leadership 


when seeing the drawings by Artist 
Howard Wilcox (cover picture). 

Since the campaign was something 
of an innovation, the bank’s adver- 
tising agency wanted to make sure 
that it was in fact delivering maxi- 
mum reader coverage. The budget 
allowed for 200 lines per insertion. 
Five 40-line ads in each issue were 
being run in several New York city 
newspapers. 

For the test, the agency’s research 
department conducted four different 
readership surveys, with the aim of 
testing different-sized ads within the 
200-line limit. 

Happy outcome of the tests was 
that one combination using this type 


TOUR THE COUNTRYSIDE in your own new 
car. See the Man from Manhattan for 





an Auto Loan. There’s no red tape at 
BANK OF THE MANHATTAN COMPANY. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





A typical ad in the current series of Bank of the Manhattan Company. 
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of layout and illustration proved it- 
self to be head-and-shoulders above 
all the rest, a clear-cut conclusion 
not frequently attained in readership 
research. 

In the first test, one 200-line ad 
was run. (In all the tests, the same 
interviewing technique was used, and 
the same paper was used on succes- 
sive Tuesdays). This ad was seen by 
24% of the paper’s readers and read 
by 11.4%. 

Following week, five ads of 490 
lines were run in one issue of the 
paper. One or more of these ads 
were seen by 22.2% of the readers, 
and read by 10.8%. 

In the third week, two 100-line ads 
were run. Here the figures changed 
dramatically; one or both of these 
ads were seen by 33.6% of the read- 
ers, and one or both were read by 
19%. 

In the fourth and final test, one 
150-line ad was run, with the speci- 
fication that it be placed on Page 2 
or 3. This single ad was seen by 
24.3% of the readers, read by 
13.8%. 

In other words, the bank’s adver- 
tising agency determined from these 
tests that by running the two 100- 
line ads in the same issue of a paper, 
they could produce about 50% more 
visibility and readership for the 
bank than for any other combination 
yet tested. 


Cunningham & Walsh and the Bank 
of the Manhattan Company are to be 
commended on a very fine, attractive 
series of advertisements on banking 
services, and on their technique in 
determining the best selection of ad 
size in order to achieve greatest 
reader impact for the bank’s mes- 
sages. END 
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What Are the Differences 
In Deposit Insurance Plans? 


There Are Sharp Distinctions Between FDIC Coverage 
And That Afforded Savings and Loan Associations 


@ The accompanying article pointing out the distinctions 
between the insurance coverage afforded by the Federal 
Deposit Insurance Corporation and that afforded by the 
Federal Savings & Loan Insurance Corporation, was pre- 
pared in the form of a memorandum by an attorney for 
one of the federal agencies in Washington, D.C. We have 
been authorized to publish this memorandum as a matter 
of information, with the restriction that its source remain 


unidentified. — The Editor. 


Tas Federal Deposit Insurance Act, 
as amended effective September 21, 
1950 (12 U.S.C. 1811-1831), pre- 
scribes the following alternative 
methods of payment of insured de- 
posits, namely: 

1, By cash, or, 

2. By making available to each 
depositor a transferred deposit in a 
new bank or in another insured bank 
in an amount equal to the insured 
deposits of each depositor. 

A deposit in a bank becomes due 
and payable when a bank is closed 
due to inability to meet the demands 
of its depositors. Therefore, when an 
insured deposit is transferred to an- 
other insured bank, it will be pay- 
able on demand unless the depositor 
and the transferee bank arrange for 
the continuance of a time deposit. 


Alternative Methods 


Effective September 21, 1950, the 
provisions of the National Housing 
Act governing defaults of insured 
savings and loan associations were 
amended to provide alternative meth- 
ods of payment of insured accounts, 
namely: 

“Either (1) by cash, or, (2) by 
making available to each insured 
member a transferred account in a 
new insured institution in the same 
community or in another insured in- 
stitution in an amount equal to the 


insured account of such insured mem- 
her*****” 
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However, an “insured member” of 
a savings and loan association is a 
share owner, not a depositor(*), 
and that relationship will exist with 
respect to the transferred account 
between the “insured member” and 
the transferee institution. The “in- 
sured member” will, therefore, be 
placed on a parity with other mem- 
bers of the association to which his 
account is transferred, and his rights 
in respect to withdrawals will be 
governed by the institution’s charter 
provisions and the applicable laws 
and regulations governing the with- 
drawal of share accounts. 


A Basic Difference 


Therefore, the difference between 
the insurance afforded by the Federal 
Deposit Insurance Corporation to 
deposits in insured banks, and the 
insurance afforded by the Federal 
Savings & Loan Insurance Corpo- 
ration to share accounts in insured 
savings and loan associations does 
not lie so much in the insurance 
plans themselves, but in the diffe- 
rence between the types of accounts 
insured. The customers of savings 
and loan associations are not de- 
positors, but share owners, and their 
accounts in such associations are 
share accounts. 


(*) In the state of Ohio, such associa- 
tions may receive deposits, other than 
demand, commercial, or checking ac- 
counts. Secs. 9648, 9652, Page’s Ohio 
General Code Annotated. 


The Federal Deposit Insurance 
Corporation provides insurance pro- 
tection to depositors in insured banks 
up to the maximum of $10,000 for 
each depositor upon deposits main- 
tained by the depositor in the same 
right and capacity. Funds maintained 
in different rights or capacities are 
separately insured to the maximum 
of $10,000 each in the right or capa- 
city maintained. 


Shareholders’ Protection 
The Federal Savings & Loan In- 


surance Corporation provides insu- 
rance protection to share accounts 
up to the maximum of $10,000 for 
each shareholder. We are advised 
that they construe their law to 
authorize such maximum insurance 
for accounts held in each different 
right or capacity. 

The regulations of the Home Loan 
Bank board governing the federal 
savings and loan system are set out 
in Title 24, Code of Federal Regu- 
lations. Section 145.4 of Part 145 of 
said Title 24 relates to withdrawals 
from share accounts. The section 
reads as follows: 

“Sec. 145.4. Withdrawals. When a 
federal association that has a Charter 
N is unable to pay all withdrawal re- 
quests within a period of 30 days 
from the date of receipt of written 
request therefor, the association shall 
then number and file all withdrawal 
requests in the order received and 
shall proceed in the following man- 
ner while any withdrawal request re- 
mains unpaid for more than 30 days: 

“Withdrawal requests shall be 
paid in the order received and if any 
holder of a savings account or ac- 
counts has requested the withdrawal 
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of more than $1,000, he shall be 
paid $1,000 in order when reached 
and his withdrawal request shall be 
charged with such amount as paid 
and shall be renumbered and placed 
at the end of the list of withdrawal 
requests, and thereafter, upon again 
being reached, shall be paid a like 
_ amount, but not exceeding the with- 
drawal value of his savings account, 
and until such withdrawal request 
shall have been paid in full, shall 
continue to be paid, renumbered, 
and replaced at the end of the with- 
drawal requests on file: 

“Provided, that when any such re- 
quest is reached for payment, such 
association shall so advise the hold- 
er of such savings account by regis- 
tered mail to his last address as re- 
corded on the books of the associa- 
tion and, unless such holder shall 
apply in person or in writing for the 
payment of such withdrawal request 
within 30 days from the date of the 
mailing of such notice, no payment 
on account of such withdrawal re- 
quest shall be made and such re- 
quest shall be cancelled. 

“And provided further, that the 
board of directors shall have abso- 
lute right to pay on an equitable 
basis any amount not exceeding $200 
to any holder of a savings account or 
accounts in any calendar month and 
without regard to any other provision 
of this section. 


Charter N 


“When a federal association that 
has a Charter N is unable to pay all 
withdrawal requests within a period 
not exceeding 30 days from the date 
of receipt of written request there- 
for, it shall allot to the payment of 
such requests the remainder of the 
association’s receipts from all 
sources after deducting from total 
receipts appropriate amounts for ex- 
penses, required payments on_in- 
debtedness, earnings distributable in 
cash to holders of savings accounts, 
and a fund for general corporate 
purposes equivalent to not more than 
20% of the association’s receipts 
from holders of its savings accounts 
and from its borrowers”. 

(The reason this regulation is re- 
stricted to associations operating un- 
der Charter N is that associations 
operating under the former charters 
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E and K, operate under the express 
restrictions provided in the charters 
themselves). 

On the other hand, a depositor 
who receives a transferred deposit in 
another insured bank will have a de- 
posit which is subject to withdrawal 
on demand. The reason for this is 
that when an insured bank is closed 
for liquidation, all of its deposits be- 
come immediately due and payable 
by operation of law. 

In comparing these two insurance 
plans, it should be observed that to 
invoke the pay-off provisions of the 
federal savings and loan insurance 
law, the insured association must be 
declared to be in default by legal 
authority or a court of competent 
jurisdiction. The National Housing 
Act reads: “In the event of a default 
by an insured institution, payment of 
each insured account in such insured 
institution ***** shall be made 
***** either (1) by cash or (2) by 
making available to each insured 
member a transferred account in a 
new institution in the same commu- 
nity or in another insured institution 





in an amount equal to the insured 
account of such insured member 
weeee” (12 U.S.C. 1728(b)). (Em- 
phasis supplied). The term “default” 
is defined in the National Housing 
Act (12 U.S.C. 1724) to mean: 
“##*** an adjudication or other de- 
termination of a court of competent 
jurisdiction or other competent pub- 
lic authority pursuant to which a 
conservator, receiver, or other Jegal 
custodian is appointed for an insur- 
ed institution for the purpose of 
liquidation”. 
Conservator or Receiver 

The Home Loan Bank board has 
issued a regulation in respect to the 
appointment of a conservator or re- 
ceiver for a federal savings and lozn 
association, being Part 148, Chapter 
I (C), Title 24, of the Code of Fede- 
ral Regulations. (Formerly Part 
146). This regulation provides that 
the Home Loan Bank board may ap- 
point the Federal Savings & Loan 
Insurance Corporation receiver, 
which appointment shall be for the 
purpose of liquidation, or the Home 
Loan Bank board may appoint a con- 
servator to conserve the assets of the 
association pending further disposi- 
tion of its affairs, whenever in the 
opinion of the Home Loan Bank 
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board, any federal savings and loan 
association: 

“1. Is conducting its business in 
an unlawful, unauthorized or unsafe 
manner ; 

“2. Is in an unsound or unsafe 
condition, or has a management 
which is unsafe or unfit to manage 
a federal savings and loan associa- 
tion; 

“3. Cannot with safety continue in 
business ; 

“4. Is impaired in that its assets 
do not have an aggregate value (in 
the judgment of the Home Loan Bank 
board) at least equal to the aggregate 
amount of its liabilities to its credi- 
tors, members, and all other persons; 

“5. Is in imminent danger of be- 
coming impaired ; 

“6. Is pursuing a course that is 
jeopardizing or injurious to the in- 
terests of its members, creditors, or 
the public; 

“7, Has suspended payment of its 
obligations; 

“8. Has refused to submit its 
books, papers, records, or affairs for 
inspection to any examiner or law- 
ful agent appointed by the Home 
Loan Bank board; 

“9, Has refused by the refusal of 
any of its officers, directors or em- 
ployees to be examined upon oath by 
the Home Loan Bank board or its 
representative concerning its affairs; 
or, 

“10. Has refused or failed to ob- 
serve a lawful order of the Home 
Loan Bank board”. 


Sharp Differences Revealed 


It will be observed that inability 
to meet requests for withdrawals or 
redemptions of share accounts is not 
included in the above enumeration. 

Therefore, although the so-called 
pay-off provisions of the two insu- 
rance laws read alike, there is a de- 
cided difference between the two in 
the event the respective insurance 
corporations should decide to pay the 
insured accounts by means of trans- 
ferred accounts. 

In the case of the Federal Deposit 
Insurance Corporation, the trans- 
ferred account would be payable on 
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demand, which is the equivalent of 
cash; whereas, in the case of the 
Federal Savings & Loan Corpora- 
tion, the transferred account in the 
transferee association would be sub- 
ject to the same withdrawal require- 
ments as are other share accounts in 
that association. 

Moreover, the failure of an insur- 
ed bank to pay the desosits pursuant 
to the terms of the deposit contract 
would cause the bank to be closed 
and would invoke the payment of the 
insured deposits by the Federal De- 


posit Insurance Corporation, if the 
bank did not have sufficient funds to 
pay the same; whereas, the failure 
of an insured association to meet re- 
quests for withdrawals of share ac- 
counts does not constitute a “de- 
fault” so as to require the placing 
of the association in liquidation. 
The associations are required to ap- 
ply toward meeting such requests 
only the percentage of their cash re- 
ceipts prescribed by their charters, 
or by said regulation (Sec. 145.4) 
if they operate under Charter N. END 
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Bank investment executives as well as in- 
stitutional and individual buyers will find value 
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they offer. 


Why not have a staff representative of Christmas Club a Corporation 
call on you? He has every system for efficient operation and a wide 
variety of proven advertising material with which to build a profitable 


program to meet your individual needs. There is no obligation, of course. 


Carexa| 


St ji 
PAYMEN 1 


FOUNDED BY HERBERT F. RAWLL 
230 PARK AVENUE, NEW YORK 17, N.Y. 28 


OR Ce THIS WEEK 





BUILDS SAVINGS e BUILDS CHARACTER « BUILDS BUSINESS FOR FINANCIAL INSTITUTIONS 


Page Sixteen THE INDEPENDENT BANKER 








Here Is a Picture of Your 
Independent Bankers Assn. 


A: OUR RECENT national conven- 
tion in Detroit, many old and new 
members asked questions regarding 
the operation and background of our 
association. 

This organization started with a 
meeting of about 28 rural bankers at 
Glenwood, Minnesota in 1930. At 
that time he Northwest Bancorpora- 
tion and the First Bank Stock Cor- 
poration were acquiring banks in 
Minnesota and neighboring states at 
an extremely rapid rate. This group 
of bankers feared that their banks 
would be swept into the tide and 
that independent banking would soon 
cease to exist in the state. 

The organization was basically a 
Minnesota group for about the first 
seven or eight years of its existence. 
During that time it grew to include 
a large percentage of the Minnesota 
banks and a few from neighboring 
states. This group on several occa- 
sions fought and won tough battles 
in the state legislature to retain the 
Minnesota anti-branch bank law. The 
expansion of the holding-companies 
was greatly decreased by the ageres- 
sive action of the Independent Bank- 
ers Association. 


Membership Goes Nationwide 


Durinz these years it became evi- 
dent that in order to restrict bank 
holding-company expansion, it was 
necessary to obtain national legis- 
lation in Washington. This realiza- 
tion, plus the increasing interest by 
banks outside of Minnesota, led to 
the decision to enlarge the organiza- 
tion to a national sphere. Several 
existing independent bank groups 
joined with the association. A con- 
tinuing effort has been made through 
the years to build up national strength 
and membership. At the present time 
the association has directors in 38 
states and members in a few more. 
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By Bill Kirchner 


Assistant Secretary, Independent Bankers Association-of America 


It has a total membership in excess 
of 5,030 banks. 

The association is largely directed 
and controlled by the annual conven- 
tion directors meeting and the reso- 
lutions enacted by those attending 
the convention. The 38 directors, 
representing each state with 10 or 
more member banks, meet in an all- 


- day session preceding the associa- 


tion’s annual convention. At the di- 
rectors session, all matters pertain- 
ing to the association, its aims and 
policies, are thoroughly — discussed. 
The directors examine the treasurer’s 
and secretary’s reports, hire the secre- 
tary and his assistant, and select the 
Congressional legislative objectives. 

The convention itself is devoted to 
bringing to the independent bankers 
a variety of ideas and divergent 
thoughts. It is the intention to pre- 
sent speakers of varying views, fre- 
quently at variance with the avowed 
goals of the association, in order to 
better inform our membership and 
stimulate debate, thinking and analy- 
sis of the issues important to citizens 





BILL KIRCHNER 


of our country and particularly to 
independent bankers. 

The business session of this or- 
ganization is open to any subject or 
debate that any member, director, 
officer or friend wishes to bring to 
the attention of the group. Many or- 
ganizations have a “canned” busi- 
ness session and resent the introduc- 
tion of material. not on the agenda. 
That is not true in our association. 
Convention delegates usually highly 
enjoy the business session for the 
discussion and the debate brought 
forth, and attend it with more en- 
thusiasm than is given to any other 
part of the convention. 

During the year the officers of the 
association, consisting of the presi- 
dent, first vice president, second vice 
president, treasurer, and secretary, 
carry out the policies and directions 
given them at the annual convention. 
On all minor office matters, the secre- 
tary’s office proceeds. On questions 
of policy, the other officers are 
brought into the decisions. 


An Important Committee 


There is a legislative committee 
appointed by the president. This 
committee plans strategy to be used 
in Washington and appears on be- 
half of the association at Congres- 
sional hearings to gain enactment of 
desired legislation. The directors of 
the association keep a close contact 
with members and with independent 
banking problems in their own 
states. The secretary frequently con- 
sults with the directors for opinions 
on particular issues. 

The secretary’s office keeps very 
busy representing the association in 
Washington and at bankers’ gather- 
ings. We receive a large number of 
banking journals, papers and period- 
icals, which are carefully examined 
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for news, both good and bad, per- 
taining to independent banking. 

Much time is spent conveying our 
viewpoint on proposed laws to our 
Congressmen. Many letters go out 
daily, furthering the cause of the 
independent banks in the 40 states 
served. Notable speeches or informa- 
tion is circulated among the’ mem- 
bership, and at times among all in- 
dependent banks. 

Often, the association must be 
represented at hearings on applica- 
tions for charters for new banks. The 
secretary frequently is called upon 
to devote considerable time and ef- 
fort to help independents within one 
state or area to fight for the survival 
or economic health of independent 
banks being threatened by holding- 
company or branch extensions. 


This Magazine Cooperates 
THE INDEPENDENT BANKER maga- 
zine is not owned by the association, 
but is the property of a separate cor- 
poration. As a practical matter, this 
magazine serves a large part of our 
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membership and is willing to pub- 
lish almost anything which the secre- 
tary’s oflice wishes to bring to the 
attention of the members of this asso- 
ciation. 

The magazine has now started on 
its fourth year of existence, and has 
been a valuable tool to independent 
banking. 

Frequently, in error, material is 
sent to the Independent Bankers As- 
sociation office in Sauk Centre, for 
this magazine. In such case, it is all 
forwarded to the magazine editor in 
Minneapolis. He lays out the con- 
tents of the magazine and determines 
what materials he can include. 

The association is strengthened as 
its name and purposes are brought to 
the attention of the public. Many 
members have seen fit to include in 
their general advertising the fact 
that they are members of the Inde- 
pendent Bankers Association. Other 
members continuously publicize the 
fact that their bank is home-owned 
and independent. 





The most comprehensive 
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est Fifth Street, Saint P 
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aul 2, Minnesota 


We urge you to include something 
in your stationery and advertising 
that indicates your adherence to in- 
dependent banking principles. The 
association has an official insignia, a 
copy of which is printed on each of 
our metered-mail letters by our postal 
meter. If any member is interested 
in obtaining printers’ cuts of the 
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These three available. 


insignia to use in his bank, they can 
be obtained from us in any of three 
sizes at a charge of from $2.86 to 
$3.85 each. We would be glad to 
supply as many as might be request- 
ed. ‘ 
The “Independent Bankers Credo” 

sets forth our beliefs and aims very 

effectively. The American Banker 

daily newspaper publishes this “Cre- 

do” every year at the time of our 

annual convention. It also was in- 

cluded on the middle pages of the 

membership list put out recently 

from this office. We still have a good 

supply of these lists, and would be 

pleased to forward copies to anyone 

upon request. 

This association is at all times at- 
tempting to carry out the desires of 
its members, and to further indepen- 
dent banking in every way possible. 
We greatly appreciate any sugges- 
tions forwarded to us by members. 
They will be carefully considered 
and analyzed, and, as much as pos- 
sible, will be used. 

We urge you to at all times think 
independent banking, talk indepen- 
dent banking, and be an independent 
banker. 


af %obow. 
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© seis Gass is credited with 
having made this statement in the 
Senate in 1932: 

“For the past 32 years I have 
been an intent listener and obser- 
ver of all measures of importance 
considered by the banking and 
currency committee of Congress. 
Never have any merchants pro- 
tested against branch-banking, no 
man who wanted credit, no man 
who wanted to borrow funds, has 
raised his voice. It has only been 
done by the bank which wanted a 
monopoly of credit in his commu- 
nity”. 

When first read, this is an irri- 
tating statement. On closer exami- 
nation, it plainly has little bear- 
ing on the merits or demerits of 
branch-banking. The merchant, 
the borrower, the man who wanted 
credit, evidently was quite satis- 
fied with present credit arrange- 
ments. The fact that they didn’t 
go to Washington to complain in- 
dicates their thinking was, leave 
well enough alone. 

We're All the Same 

It is entirely natural that pro- 
tests would come from_ banks, 
Bankers, like most folks, don’t 
stand still to be ground underfoot 
without protest. The loudest pro- 
test against socialized medicine 
comes from the doctors. The loud- 
est protest against high taxes 
comes from the taxpayer. The 
loudest protest against anything 
comes from the people affected. 
Most of us look with pity at the 
sheep that stands placidly to have 
his throat cut. Few of us envy 
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him or think his way is the ideal 
procedure. 

It is quite evident that protests 
have not been confined “to the 
bank that wanted a monopoly of 
credit in his community”. Today 
few banks have such a monopoly. 
In the city of any size, there are 
always a number of banks, and 
they are highly-competitive with 
each other. In addition, there are 
savings and loan associations, in- 
surance companies, consumer cred- 
it lenders and loan companies, all 
fighting for business. 

“The Life of Trade” 

The same situation applies to 
any two-bank community. In ad- 
dition to the banks’ competing 
with each other, there are numer- 
ous other agencies after business, 
as well as any number of indivi- 
duals looking for good loans. 

In the village where there is 
only one bank, down the road a 
few miles is another, trying hard 
to get business. Again there are 
the loan companies, the produc- 
tion credit associations, the Fede- 
ral Land banks, and, of course, 
the government, making endless 
types of direct loans, 

The bank with a monopoly of 
credit in its community is a myth. 

The banker wants to lend 
money, just as surely as the gro- 


- have found this out. The Recon- 


OTEn 


cer wants to sell groceries. That’s 
the way jhe bank pays expenses. 
‘The idea of the banker sitting on 
his hoard of money, refusing to 
lend it for no reason but stub- 
bornness and perversity, is ridi- 
culous. The American competitive 
system takes care of that. 

The bone of contention in credit 
arises from the simple fact that 
all applications for loans can’t be 
fulfilled. Some requests for credit 
are not sound. Some people 
simply won’t pay. Some have 
poor judgmert, and some are 
plain dishonest. 

Not only bankers, but others 


struction Finance Corporation, 
the Federal Housing Administra- 
tion and numerous other govern- 
ment lending agencies know what 
losses are. 


Bank Bears Brunt 

Credit must remain credit, and 
loans must be loans. “Liberaliz- 
ing” credit can mean making gifts, 
not loans. 

The fact that some loans must 
be refused causes certain people 
to complain loudly, “The banks 
won’t loan money”. Where there 
is only one bank in the small 
town or village, no matter how 
“liberal” the management is on 
credit, the theoretical monopoly 
causes some people to feel very 
much abused. These same people 
may be refused credit by every 
source that gets to know them, as 
well as by the local business 
houses, but it is always the bank 
they howl about. 

No one will deny that Carter 
Glass left his footprints on the 
sands of time. Yet his statement 
quoted above has little bearing on 
the merits or demerits of branch- 
banking. Nonetheless, indepen- 
dent bankers might well heed his 
words. When we extend, or refuse, 
credit, a sincere interest in the 
well-being of the borrower must 
be a part of it. It is elemental that 
we must have the friendship of 
our merchants, customers and bor- 
rowers, END 
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Instantly accepted... 





with no questions asked! 





“How do we know it’s any good? Go back and 
get American Express Travelers Cheques.” 


Native common sense tells you: American 
Express Travelers Cheques are easier to cash, in 
more places, than any other travelers cheque. 
And with good reason! 

More than 60 years of service, backed by 
vigorous national advertising and promotion, 
have made American Express Travelers Cheques 
the best-known cheques by far... instantly 
recognized and accepted in a million places. 

In travelers cheques, that difference in accept- 


ability is the big difference — the wide margin 
that separates the best from “almost as good” 
for your customers. 

When you think how much your bank spends 
to get new customers — how much you invest 
in advertising — can you afford to give them less 
than the best? Give your customers top value 
for their purchase price with American Express 
Travelers Cheques — the finest travelers cheque 
service in the whole wide world! 


AMERICAN EXPRESS TRAVELERS CHEQUES 
Safety plus Service no other cheques can offer! 
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QO. (by Mr. W., Ohio): At the 
present time we are paying 112% 
interest on savings deposits. Our 
current earnings are good. Until 
recently when the New York banks 
reduced their prime rates, our di- 
rectors believed that if we increas- 
ed our rates we could get more 
deposits. We could use some more 
time money. Now they are some- 
what uncertain. 


Do you have any suggestions? 


A. — I do not believe the prime 
rates should have too much influence 
or effect on your decision. The de- 
ciding factors should be your invest- 
ment policy and the profitableness of 
your own operations. Are you honest- 
ly making money on your time de- 
posits? Do you know if you can 
afford to pay more than 114% on 
savings deposits or time accounts? 
Do you have an investment program ? 
What is your net return on the invest- 
ment of time deposits? What kind 
of investments would you make to 
employ these additional time de- 
posits? Would such “new deposits” 
be “normal” deposits or “purchased” 
deposits? Would the rate alone at- 
tract new deposits? 

Unless you can soundly and pro- 
fitably employ such additional de- 
posits within the provisions of your 
investment policy, the increase in 
rate would not be justified. 

For example, I have just complet- 
ed the setting-up of a cost system 
for a good-sized bank (resources be- 
tween $60 and $70 million). Includ- 
ed in the system was the developing 
of an “application of funds formula” 
based on the investment policy . as 
determined by the directors. 

According to the formula, the net 
return from the investment of time 
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funds (gross income less investment 
and FDIC expense, but before pay- 
ment of interest or provision for 
taxes) was 3.77% on regular or con- 
ventional time deposits, and 1.95% 
on public fund time deposits. At the 
present time the bank is paying 
144% on regular time deposits and 
2% on public’ fund time deposits, 
which means that the bank is losing 
05% before taxes and FDIC insu- 
rance on all of their public funds. 

Q. (by Mr. J., Illinois): In our 
town we have three banks — two 
national banks and one state bank. 
In addition, we have three build- 
ing and loan associations which 
serve our town and surrounding 
territory. The banks pay 14% 
interest, while the building-and- 
loans pay 2%. 





MARSHALL CORNS 
is a well-known consultant to banks and 
bankers on management, organization, oper- 
ating, business development, and auditing 


problems. He will answer your inquiries 
about auditing and bank management prob- 
lems. Address him in care of this magazine. 










During the past year our de- 
posits have declined about 10%, 
while the building-and-loan depos- 
its have increased about 20%, 
There is some consideration being 
given by the banks to increasing 
interest rates. 

Do you have any thoughts on 
this which could be helpful? 

A. — I don’t know whether I can 
be helpful or not, but think any 
bank which tries to compete with an- 
other bank or building and loan as- 
sociation on an interest basis is mak- 
ing a mistake. 

If you increase your rates, the 
building and loan associations will 
increase their rates accordingly, so 
in the long run all you accomplish 
is to increase your costs and reduce 
your income. No one wins in a rate 
war. (The same thing applies to re- 
ducing service charges). 

It seems to me that the thing for 
all banks to do is to aggressively sell 
their banks to the public and point 
out the difference between banks and 
building and loan associations. In 
this connection, the Indiana Bankers 
Association recently published a 
well-written pamphlet entitled “Take 
the Green Light and Go Forward 
With Your Bank’, which effectively 
tackles the problem. This pamphlet 
says in part: 

“JUST WHAT IS A BANK? 

“Various institutions may LOOK 
like banks, accept savings, lend 
money, and perform other financial 
functions. But there’s a big difference 
— and it’s important to you. 

“Although savings and loan asso- 
ciations, small-loan companies, cred- 
it unions, finance companies, indus- 
trial loan companies, and Morris 


Plan companies are useful in their 
fields, THEY ARE NOT BANKS. 
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Your bank is the only financial in- 
stitution which is legally permitted 
to call itself a bank. Your bank is the 
only institution which can offer all 
financial services -—- checking ac- 
counts, savings accounts, all types of 
loans, bank drafts, money orders, 
cashier’s checks, letters of credit, 
safe deposit boxes, and many, many 
others. 

“Most folks prefer to save at a 
bank and enjoy its many services. 
More than 46 million people and or- 
ganizations save with their local 
banks —- more than three times as 
many as place their funds with any 
other type of ‘savings institution’. 

“AND HERE’S WHY — 

“Deposits. Your savings in a bank 
are deposits — not investments in 
shares of stock. The bank is your 
debtor — and you are a creditor with 
full creditor's rights. 

“Interest. Your bank contracts in 
advance to pay a definite rate of 
interest on your savings. It is an 
obligation. This interest which your 
bank contracts to pay is not divi- 
dends, it is not dependent on market 
conditions, is not dependent on earn- 
ings of the bank. It is a definite con- 
tract with no uncertainty about it. 

“Get It Quick, Your bank’s funds 
must always be available to honor 
withdrawal requests in full without 
undue dclay. Practically speaking, 
your bank will repay your savings 
whenever you want them”, 


Q. (by Mr. F., New Jersey): The 
salaries we pay our employees are 
comparable to salaries paid by 
other banks in town and area. 
Every employee is furnished with 
life, health and accident insurance, 
which the bank pays for, and up 
to December 1953, benefitted from 
participation in a_ profit-sharing 
bonus. We do not have any pen- 
sion plan. 


In spite of these benefits, we 
have been having quite a turnover 
in personnel, which some of our 
officers believe was caused by 
eliminating the bonus. Do you 


know if other banks which have 
similar benefits are experiencing 
turnover? 


A. — All banks experience turn- 
over, but whether or not the omitt- 
ing of the bonus in your case is re- 
sponsible, is difficult to tell — and 
frankly, quite doubtful. Generally, 
the determining factors in good per- 
sonnel relationships in banks are 
based on the following, in order of 
importance: 


Work periods — a five-day week, 
no Saturday. 

Working conditions — good light- 
ing, ventilation, restrooms, morning 
and afiernoon “breaks”. 

Wages — comparable with wages 
paid by other businesses in the area 
for similar work. 

Supervision — understanding, sym- 
pathetic, and reasonable boss. 

Insurance benefits — life, health 
and accident for protection. 

Bonus — profit-sharing or cost-of- 
living benefits. 

Pension — old-age security. 

It is interesting to note that there 
is a tendency for banks to realisti- 
cally approach this problem. Only 
recently, one of the largest banks in 
the world eliminated the “bonus” 
from its compensation basis. Several 
weeks ago when I was talking to them 
about it, they said they were grati- 
fied with the results and wondered 
“why they hadn't done it sooner”. 

It is my opinion that banks make 
too much ado over bonuses and re- 
tirement plans. They use them as an 
antidote for poor working conditions, 
dogmatic supervision, and lack of 
opportunity. All that most employees 
are interested in -— particularly the 
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younger ones — is “What is in it 
for me now?” 

Q. (by Mr. S., Kansas): What is 
your opinion of pension or retire- 
ment plans for the average bank? 

A. — I don’t know what you mean 
by “average”. I think pension or re- 
tirement plans are a fine thing in 
the right place — that is, to provide 
some means of support for employees 
who have outlived their usefulness 
after many years of service; provid- 
ing they are set up properly. 

I do not believe that any provi- 
sion of payment should be applicable 
to any employee until he has been 
continuously employed for at least 
five years and has reached the age of 
30, because of the instability of em- 
ployment under the years of employ- 
ment and age. 

I am not in favor of joint contri- 
butions, as it tends to defeat the pur- 
pose of providing funds after retire- 
ment. A joint-contribution arrange- 
ment is a temptation to withdraw 
from the plan in order to get hold of 
ready cash. 

Too many pensions are set up for 
the principal beneficiaries — the 
officers or senior executives. Basical- 
ly, I believe it is sound to set limits 
on the amount of benefit and that 
such plans should be set up so as to 
provide that each pensioner at re- 
tirement should be entitled to receive 
an amount equivalent to 50% of his 
monthly average salary for the prior 
10 years of employment, with a mini- 
mum of $100 per month and a maxi- 
mum of $500 per month, END 
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Watertown, SOUTH DAKOTA 
— A “preview open house” for 
bankers of the area plus big-city 
correspondents, was staged by the 
Farmers & Merchants Bank of Water- 
town the night before its recent grand 
opening (see accompanying photo). 
The “preview” opened with a social 
hour at the bank, followed by ban- 
quet at the Grand hotel. 

Next day the bank was formally 
opened to the general public. There 
were inspection tours of the premises, 
orchids for lady guests, coffee and 
doughnuts, and even the kiddies were 
remembered, with gay balloons. 

The extensive remodeling program 
began early in February, and includ- 
ed increase in tellers’ windows from 
five to seven, bigger lobby, installa- 
tion of new equipment, enlarged safe 
deposit space, new office for the in- 
stallment loan department and re- 
finishing of both interior and ex- 
terior of the building. 

Farmers & Merchants Bank was 
organized in 1935 with $55,000 capi- 


AMONG VISITORS at the “preview open-house” marking inauguration of its newly-remodeled 


tal. Deposits now exceed $6,500,000. 
Capital and reserve accounts total 
$450,000. 

An_ independent institution, the 
bank was headed by the late Andrew 
Kopperud until September 1, 1953, 
when a majority of the stock was 
purchased from him by E. H. Paine 
and A. J. Dondelinger, now president 
and vice president, respectively. 


xk 


Chicago, Illinois — Tenth anni- 
versary of. its location at Cottage 
Grove avenue and 47th street has just 
been celebrated by the South Side 
Bank & Trust Company, Chicago. 
The bank was chartered on October 
25, 1919, and originally established 
at 10101 Ewing avenue in the south 
Chicago industrial district. With a 
change in ownership, it was moved 
to its present location on May 20, 
1944. 

Carl L. Jernberg, president, re- 
calls that at the time of the move, 
capital and surplus account was only 








quarters of the Farmers & Merchants Bank of Watertown, South Dakota (see accompanying 
story), was Roy Fenner (center), state superintendent of banks. He is chatting here with 
President E. H. Paine (left) and A. J. Dondelinger, vice president. In the background may be 
seen Alan Austin (left), secretary-treasurer of Midland National Life Insurance Company, 
Watertown, and President Russell L. Stotesbery of the Marquette National Bank of Minneapolis. 


July 1954 





$250,000 and deposits less than $3 
million. In the 10 years since, Mr. 
Jernberg and his staff have increased 
capital and surplus five-fold and de- 
posits by more than six times to a 
point in excess of $18 million. 

Other officers who have been asso- 
ciated with the bank during this 10- 
year period are Anthony M. Frale, 
vice president and cashier; Erwin F. 
Beyer, George W. Glasson, and Hal- 
let W. Carr, assistant cashiers. Other 
staff members include Richard P. 
Larsen and Charles A. Wathier, vice 
presidents; Roy K. Berkenfield and 
Arthur H. Bernstein, assistant vice 
presidents, and Ted S. Kendzierski, 
assistant cashier. 

xkk 


Tomah, Wisconsin — Work has 
begun on construction of the new. 
home of the Farmers & Merchants 
Bank of Tomah. Total cost is expect- 
ed to run around $90,000, with com- 
pletion in approximately five months. 

Ray G. Tiegs, executive vice presi- 
dent and cashier, tells Tue INDEPEN- 
DENT BANKER that the building will 
be a partial two-story affair, with 
granite front and for 20 feet along 
the side. A granite strip four feet 
high will extend to the end of the 
building, and remainder of the ex- 
terior will be of brick. There will be 
a 24-x-10-foot window area at the 
front. and a 14-x-10 window space 
on the side. A canopy will extend 
over the sidewalk at the front of the 
building. 

Ground-floor area will be 123 x 25 
feet, and the second floor, at the rear, 
will be 47x 25 feet. There will be 
seven tellers’ cages, drive-in facili- 
ties, open office area, two private 
offices on the first floor, and a vault 
on each of the two floors and the 
basement. The entire structure will 
be air-conditioned. 
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Washington, D.C. — On display 
in the lobby of the Depariment of 
Commerce building here during the 
week of June 14 will be the prize- 
winning specimens in the fourth lith- 
ographic awards competition spoh- 
sored by the Lithographic National 
Association. The 
exhibit first went 
on public display 
at the Hotel Bilt- 
more in New York 
city, May 7-14; 


Greenbrier in 
White Sulphur 
Springs, West Vir- 
ginia, June 7-9. 
Banks from 
many sections of the country won the 
awards this year, for the finest speci- 
mens of bank and commercial checks, 
letterheads and stationery produced 
by offset-lithography. Judges, who 
selected the winners on the basis of 
special criteria in the bank and com- 
mercial stationery classification in- 
cluded Melvin Miller, deputy mana- 
ger of the American Bankers Associ- 
ation; Charles Shapiro, educational 
director of the Lithographers Techni- 
cal Foundation; William Metzig, 





soy 





MR. MILLER 


and thpn at the- 


letterhead designer, and Frank Fazul- 
lo, forms specialist. 

Winners in the highly-important 
commercial checks classification in- 
cluded: 

@ American National Bank of 
Saint Paul, first prize for its client, 
Saint Paul Structural Steel Company. 
Lithographer was Weber Lithograph 
Company. 

@ National State Bank of Newark, 
New Jersey, third prize for its client, 
the Mutual Benefit Life Insurance 
Company. Lithographer was Denni- 
son & Sons. 

@ Bank of the Commonwealth, 
Detroit, honorable mention for its 
client, the Todd Company, which 
also was the lithographer. 

@ Exchange Bank at Five Points, 
Birmingham, Alabama, honorable 
mention for its client, Mary Ball 
Candy Kitchens, Inc. Lithographer 
was Courier Journal Lithograph 
Company. 

@ Citizens National Trust & Sav- 
ings Bank, Los Angeles, honorable 
mention for its client, Western Fed- 
eral Savings & Loan Association of 
Los Angeles. Lithographer was Jef- 
fries Bank Note Company. 





Upper Darby, Pennsylvania—W. 
Ilarvey Smock has been elected vice 
president of the Upper Darby Na- 
tional Bank and a member of its 
board of directors. 

Mr. Smock began his banking 
career with the Monroe County Na- 
tional Bank, and joined the Upper 
Darby National Bank in 1940 as a 
clerk in the bookkeeping department. 
He has worked in every department, 
became assistant cashier in 1946 and 
cashier in 1952. He is a member of 
the executive committee of the Dela- 
ware County Bankers Association. 

President Joseph C. Wilkinson 
says that Mr. Smock’s election con- 
forms to the institution’s principle 
of filling executive positions from 
among its own employees, and that 
the training program established 15 
years ago by Dr. D. L. Helfferich, 
executive vice president, has proved 
and continues to prove “an excellent 


one”. 
xk** 


Saint Peter, Minnesota — The 
Nicollet County Bank, Saint Peter, 
has completed the work of increas- 
ing its capital stock from $50,000 to 
$150,000 and payment of a_ stock 
dividend of 1,000 shares issued pro 
rata to stockholders — issuing two 
shares additional for each share held 
— as voted at the stockholders’ meet- 
ing last January. 








PLANS FOR THE 1955 national conference of the Robert Morris Asso- 
ciates in San Francisco were discussed by directors of the association 
of bank loan officers and credit men in that city recently. Left to 
right in this picture are: James T. Overbey, senior vice president of 
First National Bank, Mobile, Alabama, second vice president; T. W. 
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Johnson, vice president of Security-First National Bank of Los 
Angeles, president; Edward F. Gee, vice president of State-Planters 
Bank & Trust Company, Richmond, Virginia, first vice president, and 
Lawrence T. Knier of Philadelphia, executive manager and secretary- 
treasurer of the association. : 
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Read the following story about this beautiful bank. 


Santa Fe, New Mexico — Formal 
opening of the beautiful new home 
of the First National Bank of Santa 
Fe attracted about 6,000 guests. The 
bank presented corsages to all the 
visiting ladies. 

Located on the west side of the 
Plaza, the new building adheres to 
the Santa Fe style of architecture 
and blends in nicely with the art 
museum across the street and the old 
palace of the governors on the north 
side of the Plaza. 

Much thought was given to color 
and decorative details, with the re- 
sult that the bank has distinctive 
warmth and personality. The tellers’ 
cages, running the full length of the 
left side of the lobby, are of fumed 
oak and have insets of motiffs from 
ancient Indian pottery. Along the 
right side of the lobby are the 
officers’ desks, separated from the 
rest of the room by an aluminum 
railing. On the mezzanine are the 
trust and real estate departments, 
and in the basement are a large as- 
sembly room, employees’ lounge, 
kitchen and storage space. 

New services include night de- 
pository, drive-in, walk-up, and park- 
ing lot to accommodate 19 cars. 

xx 

Sierra Madre, California — The 
32nd anniversary of its incorporation 
under state charter was celebrated 
recently by the Bank of Sierra Madre. 
President R. C. Lewis’ points out that 
the locally-owned independent bank 
originally was chartered in 1907 as 
the First National Bank, and rechar- 
tered in 1922 as the Sierra Madre 
Savings Bank. In 1946 the name was 
changed to its present form. Total 
resources are $5,809,860. 
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i] The bank now plans construction 
of a new building, scheduled for 
completion before January 1. It will 
contain 6,000 square feet on the main 
floor, and about half that space in 
the basement. 

Other officers are Arnold Praeger 
and A. E. Morgan, vice presidents; 
W. H. Ingraham, cashier, and David 
H. Allen, assistant cashier. 

kkk 

Toluca, Illinois — Barney J. Ghig- 
lieri, president of the Citizens Na- 
tional Bank of Toluca, and chairman 
of the organization committee of the 
American Bankers Association, who 
died suddenly at his home recently, 
was nationally-known as a leader in 
activities of organized banking. Mr. 
Ghiglieri: helped organize the local 
bank, became cashier when it opened 
in July 1919, was named president 
in 1945. He was president of the 
Illinois Bankers Association in 1946- 
47. 

x** 

Grove City, Pennsylvania — The 
Grove City National Bank has award- 
ed a building design contract to the 
Cunneen Company, financial institu- 
tion specialists of Philadelphia, 
Pittsburgh and Los Angeles. The 
award is for a new branch drive-in 
bank. 

x** 

Storden, Minnesota — Friends 
and customers of the First State 
Bank of Storden thronged the pre- 
mises on Saturday, May 22, for the 
“open house” marking the institu- 
tion’s 50th anniversary. There were 
both afternoon and evening festivi- 
ties in celebration of the “golden” 
milestone. 





Dover, Delaware — Several new 
touches were added to the opening 
arrangements staged by the Farmers 
Bank of the State of Delaware, at its 
new home. For one thing, says Gor- 
don Willis, vice president, they ask- 
ed that there be no displays in the 
local newspapers of congratulations 


-by the community’s merchants and 


businessmen. Nevertheless, the bank 


A highlight was a reception ac- 
corded by the president to stock- 
holders and distinguished guests. 
Women stockholders acted as hos- 
tesses. Mr. Willis tells THe INDEPEN- 
DENT BANKER, “This was one of the 
best things we did — recognizing the 
women stockholders”. 

The lobby was jammed with flow- 
ers. The bank gave orchids to all 
lady visitors. There was a buffet din- 
ner. Boasting the first elevator in the 
county, the bank presents an atmo- 
sphere entirely home-like, thanks to 
the interior-decorating skill of the 
woman designer. “No stuffed shirts, 
no steel bars, no cold marble, no 
frozen faces”, adds Mr. Willis, ad- 
mitting freely that theirs is “not the 
largest bank, but the most beautiful 
in the nation!” 

xk 


Ceresco, Nebraska — More than 
525 guests enjoyed the recent “open 
house” signaling completion of the 
expansion and modernization pro- 
gram of the Farmers & Merchants 
Bank of Ceresco. Home-made rolls 
and coffee were served to all comers, 
and the children received candy as 
well as skullcaps in the local school 
colors. For adults there were gifts of 
billfolds. Floral offerings from 
friends and customers, near and far, 
packed the building. 

Floor space of the bank has been 
more than doubled. Other improve- 
ments include a new front, new en- 
trance door of glass, tile flooring, 
modern decorating, acoustical walls 
and ceiling, all-new furniture and 
fixtures, automatic heating, complete 
air-conditioning, refrigerated water 
fountain. 

Carl Mostrom, executive vice pres- 
ident, also reports that the features 
include a new directors room, seclud- 
ed customers’ booth, large wardrobe 
room, extra workroom including 
utilities, storage and modern rest- 
rooms, 
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Minneapolis, Minnesota — United 

States patent office has issued regis- 

tration of 

VAN “Mr. Mar- 

quette”, hap- 

fe ® py little ro- 

tund = gentle- 

\\ ie WY man who has 

dominat- 

ed advertis- 

ing copy of 

the Marquet- 

® te National 

Bank of Minneapolis for the past 

five years. He now is the institution’s 

official trademark, says President 
Russell L. Stotesbery. 

Serial number 638,966 was grant- 
ed by the patent office to the bank’s 
symbol of friendliness and courtesy 
which has become a nationally-noted 
trademark, 

kk 

Freeport, New York — Gerald S. 
Kessler, until recently manager of 
the industrial bureau of the Long 
Island Association, has joined the 
Meadow Brook National Bank organi- 
zation as new business representative. 

“As a result of his experience with 
the Long Island Association, Mr. 
Kessler brings to his new job a broad 
background in the problems con- 
fronting the businessmen of our 
area”, says George W. Clarke, vice 
president in charge of the bank’s 
business development department. 
“It will be his job to act as liason 
between the bank and these business 
people whom he knows so well, so 
that a mutual understanding can he 
achieved towards the goal of meeting 
the needs of this expanding business 
community”. 

Mr. Kessler served with the Army 
during World War II. 

xx 

Covina, California — “Early Sep- 
tember” is the word now on comple- 
tion of the new modern home of the 
Covina National Bank. In its 49th 
year of service, the independent bank 
has total resources in excess of $9 
million. Facilities of the new build- 
ing will include drive-in windows 
and parking area. 

Founders of the bank in 1906 were 
a group of Covina pioneers including 


Dr. J. D. Reed, J. B. Coulston, Van 
O. English, J. H. Coolman, Samuel 
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Fesler and J. N. Maurer. Dr. Reed, 
first president, was the father of 
James D. Reed, currently vice presi- 
dent and cashier, and Thomas B. 
Reed, chairman of the board. Other 
officers include Sumner _Deltrick, 
president; Roy F. Reineman and Em- 
ma M. Anderson, vice presidents; 
Gladys L. Macdonald and Edward 
L. Matney, assistant cashiers, and 


Agnes Madison, escrow officer. 
kkk 


Smethport, Pennsy!vania—Funer- 
al services were held here May 18 
for Ralph E. Burdick, prominent re- 
tired banker. 

Considered one of the ablest bank- 
ers in this area for a period of 61 
years, Mr. Burdick began his career 
in 1891 when he joined the banking 
office of Henry Hamlin as office boy 
and bookkeeper. Just 11 years later 
he was one of the incorporators of 
the Hamlin Bank & Trust Company. 


He became that bank’s first secretary- 
treasurer, and in 1923, vice presi- 
dent and treasurer. He retired on 
January 9, 1952. 

In the Pennsylvania Bankers As- 
sociation, Mr. Burdick served in 1924 
as chairman of Group 7. 

Mr. Burdick is survived by a son, 
H. Hamlin Burdick of Birmingham, 
Michigan, and a grandson, Ralph EF. 


Burdick II, also of Birmingham. 
xx 


Chicago, Illinois — Harris Trust 
& Savings Bank, Chicago, was pre- 
sented with the 1954 C.F.A.C. award 
for the outstanding national or re- 
gional institutional newspaper adver- 
tising campaign, at the 12th annual 
awards competition dinner of the 
Chicago Federated Advertising Club. 
Over 800 entries were ‘submitted, 
largest in history. 

Robert Lindquist is vice president 
in charge of advertising, and Leo 
Burnett Company, Inc. is the bank’s 
advertising agency. William N. Flory, 
manager of business development, 
accepted the award. 





oe 
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OSCAR T. “PAT” LAWLER, president of the Farmers & Merchants National Bank of Los 





Angeles, inspects the 40,000-pound vault door to be installed in the bank's new vault as 


reported in The Independent Banker last month. 
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THIS IS THE WAY the new building of the Old National Bank of Martinsburg, ,West Virginia, 





will look when work is completed by the Cunneen Company (see accompanying story). 


Martinsburg, West Virginia — 
Construction of a new $400,000 
building is announced by the Old 
National Bank of Martinsburg. The 
Cunneen Company has been retained 
to do the work. 

The new building will provide 
what are believed will be the most 
modern banking facilities in the en- 
tire area, and the largest private con- 
struction project undertaken here in 
the past 25 years. 

The Old National Bank was estab- 
lished in 1865. Officers are L. I. Rice, 
president; W. F. McAneny, execu- 
tive vice president; A. R. Emmert 
and L. H. Kaskey, vice presidents, 
and R. Lewis Bentz, cashier. 


kx 

Miami Beach, Florida — Louis C. 
Adelson, for 28 years vice president 
of the Manufacturers Trust Company, 
New York, and manager of its 
branch at 8th avenue and 34th street, 
has been elected executive vice presi- 
dent of the Mercantile National Bank 


of Miami Beach. 


Mr. Adelson began his banking 
career in the First National Bank, 
Birmingham, Alabama. Subsequently 
he was an examiner for the Federal 
Reserve system, assistant manager of 
the foreign exchange division at New 
York, and assistant secretary of the 
Federal Reserve board at Washing- 
ton. He was deputy governor of the 
Federal Reserve Bank of Atlanta, 
during which service he established 
the bank’s agency in Havana, Cuba, 
an operation established when the 
then-existing Platt amendment tied 
Cuban currency to dollar exchange. 

In reporting Mr. Adelson’s elec- 
tion, President Shepard Broad of the 
Mercantile National Bank of Miami 
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Beach, said: “Mr. Adelson has had a 
long and distinguished career in 
banking and brings to our bank a 
metropolitan viewpoint enabling us 
to set up banking services and opera- 
ting standards which will increase 
the convenience of our customers and 
broaden the scope of the operation.” 
xx 
San Francisco, California — At 
the board of directors meeting of 
Crocker First Na- 
tional Bank of San 
Francisco on May 
13, William Pflue- 
ger was elected 
executive vice pres- 
ident, reports W. 
W. Crocker, chair- 
man of the board. 
Mr. Pflueger join- 
ed the bank in 
August 1915, was 
elected a vice president in 1942, be- 
came a director and member of the 
executive committee in January 1951. 
xx 
Saint Louis, Missouri — Board of 
directors of the Federal Reserve Bank 
of Saint Louis has appointed two 
new vice presidents: Victor M. Long- 
street, as manager of the Louisville 
branch, and Fred Burton as successor 
to Clarence M. Stewart as manager 
of the Little Rock branch when the 
latter retires on August 1. 
xk 
Pasadena, California — Election 
of Roland L. Kemp as trust. officer 
of the Union National Bank of Pasa- 
dena is reported by Charles L. 
Wright, chairman of the board and 
president. 
A native of San Francisco, Mr. 


MR. PFLUEGER 





t CLASSIFIED 
« ADS *« 


Advertising rates in this department: 10¢ per 
word, except words in capital letters are 15¢ 
each. Blind address computed as six addi- 
tional words. 


In replying to blind ads, address as follows: 


Box # 
c/o The Independent Banker 
625 Second Avenue South 


Minneapolis, Minnesota 








COIN COUNTING MACHINES 
No investment to become obsolete, no 
expensive depreciation to write off, when 
you rent our late-model coin counters. Write 
WATKINS COMPANY, Napoleon, Ohio. 





WANTED 
A person, experienced or inexperienced, to 
work as bookkeeper-teller in a country bank 
located in western Minnesota. Ideal working 
conditions and chance for regular advance- 
ment. Address Box 198, c/o The Independent 
Banker. 





FOR SALE 
Burroughs 17-column posting machine, 
style 231741, serial #A792170. Has check 
count and automatic balance. Write Box 197, 
c/o The Independent Banker. 








Serving 
San Diegans 


for 65 years 


San Diego 
Savings Bank 


SAN DIEGO, CALIFORNIA 


MEMBER F.D.1.C. 
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Kemp for many years was associated 
with the Wells Fargo Bank & Union 
Trust Company there. Since 1952 he 
has served as an officer of the trust 
department of the LaSalle National 
Bank of Chicago, which post he re- 
signed to accept his new position. 

William F. Frey, Jr., associated 
with Union National of Pasadena 
since 1939, has been advanced to 
vice president, and Miner B. Phil- 
lipps, well-known local financier, has 
been elected to the board of directors. 

Union National Bank observed its 
42nd anniversary on May 6. 


xkk«* 

O'Fallon, Missouri—N. B. Schwen- 
deman, cashier of the Bank of O’Fal- 
lon, was guest of honor at a testi- 
monial dinner in observance of his 
25 years’ service to the institution. 
President E. A. Keithly presented 
Mr. Schwendeman with an engraved 
wristwatch. The party — a complete 
surprise to the honor guest and his 
wife — was tendered by the bank 
and guests included officers, direc- 
tors, employees and their families. 


xkxkk 
Randall, lowa — Back home after 
a 214-month vacation in California 
are J. H. Brekken, president of the 
Randall State Bank, and Mrs. Brek- 
ken. They visited a daughter and her 
family in Oakland. 


xk 
New York, New York — Readers 
of the New York Sunday News got 
a big kick the other day out of the 
following story authored by Robert 


Sylvester: 

The Trade Bank & Trust Company’s 
Mr. John Murphy, one of our more 
humane-type bankers, last week 
helped make some history with the 
Social Security folks in New York. 
It happened thisaway: 

Murphy has a lady client at the 
bank and the lady client detailed her 
problem, Seems she’s over 65, but the 
Social Security folks wouldn’t turn 
loose with her pension because she 
has no records of her birth except a 
notation in the family Bible. The 
lady was born in a country town 66 
years ago and small-town statisti- 
cians were more slipshod then than 
they are today. The Social Security 
examiners refused to accept family 
Bible testimony as evidence of birth- 
date. 

As the lady’s banker, Murphy gave 
the matter some heavy executive 
thought. His memory finally saved 
the day — he remembered that the 
66-year-old client has a mother who's 
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I HOPE THIS 
DOESN'T TAKE 











alive and active at the age of 94. 
Murph and the lady trotted Mama 
down to the S.S. bureau and Mama 
established identity and swore to 
daughter’s birth-date. After all, no- 
body knows more about a child’s 
birth-date than its mother. 

The incident may be the first in 
the history of Social Security when 
a parent was produced. for confirma- 
tion. It would be nice to report that 
the 94-year-old mother also got 
Social Security but it was proved — 
alas! — that she’s ineligible. 





W. G. WILLIAMSON, president of the Georgia Bankers Association, presents 





Vienna, Georgia — Velma Cro- 
zier, 18-year-old Vienna highschool 
graduate, has been chosen by W. G. 
Williamson, vice president of the 
local Citizens Bank, as beneficiary of 
the $2,000 scholarship awarded by 
the bank in conjunction with its 
selection for the 1953 Robert Strick- 
land Agricultural Memorial Award, 
reported in THE INDEPENDENT BANK- 
ER last month. (See accompanying 
photograph). 

Velma more than met the elegibi- 
lity requirements. She is a 4-H mem- 
ber and a member of the Future 
Homemakers of America, twice has 
won district awards for excellence in 
4-H Club work, is president of the 
local FHA chapter, vice president 
of the Tri-Hi “Y”, member of the 
Beta club, basketball team, tennis 
and dramatic clubs. 

Her further fitness is confirmed in 
these testimonials: in scholastic at- 
tainment, “she has been an A’ student 
in all subjects throughout high- 
school”; in vocational subjects, her 
work has been outstanding; ll 
record books and projects have been 
well done; in sports, she has been 
one of the three best players on a 
winning basketball team; in perso- 
nality, she is attractive, cheerful, co- 
operative and friendly; in church, 





Velma Crozier 


with the $2,000 scholarship included as part of the Robert Strickland Agricultural Memorial 
Award won by the Citizens Bank of Vienna, of which Mr. Williamson is vice president and 


cashier. (See accompanying story). 
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“NO DEPRESSION is probable over the remainder of this decade, at least’, said Allyn P. 
Evans, New York economic counsel, at the fourth annual business and financial forum of the 
First National Bank of Saint Louis. He predicted a resurgence of business activity in the United 
States by early Fall. He is shown here with President William A. McDonnell of the host bank. 


she is actively interested in all phases 
of religious work. She will report at 
Abraham Baldwin College for the 
Summer session. 


xx 

East Moline, Illinois — After 
spending the past two years travel- 
ing in Central and South America as 
foreign branch inspector for the Na- 

tional City Bank 
» of New York, Ben 
» Ryan, Jr., has re- 
| turned to East Mo- 
| line and been ap- 
pointed assistant 
| vice president and 
auditor of the 
State Bank of East 
Moline, in charge 
of all bank opera- 
tions. He is the 
son of President B. H. Ryan and 
Mrs. Ryan. 

Mr. Ryan, Jr. spent 214 years in 
the Army after graduating from the 
local highschool. Eighteen months of 
that period was spent with the Army 
signal corps in the China-Burma- 
India theatre. After receiving his dis- 
charge in 1946, he attended Augus- 
tana college for two years, then 
transferred to the University of IIli- 
nois, graduating in February 1950 
with a degree in banking and finance. 

He then worked as a bank exami- 
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BEN RYAN, JR. 





ner for the auditor of public accounts 
of the state of Illinois, and in No- 
vember 1951 joined National City 
Bank of New York. He resigned that 
post to join his father’s bank in this 
city. 

Mr. Ryan, Sr. is vice president of 
the Independent Bankers Association 
of America. 


Kennebunk, “plains — Maxwell 
IF, Eveleth, vice president and cashier 
of the Ocean National Bank, Kenne- 
bunk, has been presented with the 

President’s Prayer 
bcs _ award for achieve- 
ment in volunteer 
services to the 
United States sav- 
ings bond _pro- 
gram. Mr. Eveleth 
* is local county 
chairman of the 
savings bond com- 


mittee. 


MR. EVELETH 
The 





presenta- 
tion was made by Harvey M. Fickett, 
state director, in an address before 
the local Rotary club. The award is 
an illuminated engraving of the 
“little prayer of my own” offered by 
President Eisenhower on January 20, 
1953, before beginning his Inaugural 
address, and is framed with wood 
from the Inaugural platform. END 
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ound fhe-clock 
transit serioe 
th Soh Francisco 


Asa banker, you appre- 
ciate the value of time 
when it comes to service. 
You can rely on Crocker 
First for fast, dependable 
round-the-clock service. 


Our new twenty-four 
hour service — plus air 
mail dispatch — makes 
funds available at least 
24 to 48 hours sooner for 
our correspondents. | 


Air Mail your items 
to Crocker First — and 
get the best in every 
correspondent banking 


Tout 
Nitiouad Bou 


ONE MONTGOMERY STREET 


SAN FRANCISCO 


Member 
Federal Deposit Insurance Corporation 
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INCREASE YOUR 
BANK-BY-MAIL 
BUSINESS 


wia tHe DUPLEX 








BANK-BY-MAIL STAMP © 


2-STAMPS-IN-1 


“never anything like this before” 





For Endorsing PAY TO THE ORDER OF 





FOR DEPOSIT ONLY 








Return Add 
Ga tatalapes PLEASANTVILLE, IND. 











OFFER YOUR CUSTOMERS THIS NEW, CONVENIENT, 
ERRORLESS BANK-BY-MAIL STAMP! As an added service 
that will build good will, and help you get more Bank-By- 
Mail customers, offer this new 2-in-1 stamp that makes it eas- 
ier and faster to Bank-By-Mail. In a matter of seconds, checks 
for deposit are properly endorsed and made non-negotiable. 
With a flip of the wrist, deposit forms and return receipts 
are filled out, and return addresses stamped on envelopes. 
Every check, deposit form, return receipt, and envelope has 
a clear impression—saves time and eliminates errors in your 
bookkeeping department due to illegible hand writing. 


Here’s a chance to increase your business, to help your Bank- 
By-Mail customers, to make your Bank-By-Mail entry job 
easier, and to build good will. Fully illustrated circulars, 
printed with your bank name, offering the Duplex Bank-By- 
Mail Stamp to your customers supplied. All you do is enclose 
the circulars with each return receipt you mail. 


# Trade Mark—Potent Applied For 
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Deposit Checks / DLFASANTVILLE NATIONAL BANK 
MARTIN H. TINKHAM, M.D. 


For Filling Out 
Pharn.t snr MARTIN H. TINKHAM, M.D. 
td tovtnains 214 MAIN STREET 











TESTED AND APPROVED BY SOME OF 
AMERICA’S FOREMOST BANKS ——— 
NOW BEING USED BY BANK-BY-MAIL 
CUSTOMERS THROUGHOUT THE COUNTRY 
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Saint Louis Bank Plans 
Rooftop Service by Mosler 
g 


‘ 





| ae BANKING — the first of 
its kind — will soon be a reality in 
Saint Louis, Missouri. 

A building designed for drive-on 
banking, one of the world’s most un- 
usual banking structures, is being 
built for the State Bank & Trust Com- 
pany of Wellston, at 6313 Easton 
avenue, Saint Louis. Philip C. Kopit- 
sky, chairman of the board, says that 
completion is slated for this Septem- 
ber. Estimated cost is $600,000. 

A major innovation will be the 
rooftop use of two bulletproof “snor- 
kels”. Built by the Mosler Safe Com- 
pany, the “snorkels” will make it 
possible for patrons to drive onto 
the roof and transact their business 
in seconds without leaving their cars. 

The teller in each “snorkel” will 
be stationed below the roof on the 
first floor of the bank. A system of 
two-way speakers and _periscope- 
mirrors will enable the teller and 
customer to see and speak to each 
other. A small tray-like elevator will 
convey deposit and withdrawal trans- 
actions from the motorist down to 
the teller, and then up again. 

An ultra-modern banking device, 
the “snorkel” is about the size of a 
king-size television console and was 
designed by Mosler for fast curbside 
banking in heavily-congested areas. 
Architect Bernard Bloom of Saint 
Louis, who designed the unusual 
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rooftop-banking building, convinced 
the bank’s board of directors that 
the “snorkel” would be ideal for this 
all-new service. 

Mr. Bloom utilized land conditions 
at the site where the land at the rear 
street is a story higher than at the 
front. A 100-x-130-foot lot at the 
rear of the structure slopes gently 
from the roof of the bank down to 
street-level. 








The lot will offer easy access from 
Theodosia street at the rear of the 
building, to the “snorkels” on the 
roof and also will provide parking 
space for 36 cars. The roof, 124 
feet in length, will park an additional 
17 cars. 

Customers’ wanting to conduct 
their business inside the bank will 
be able to park their cars on the roof 
or in the parking-lot and take an ele- 
vator down to the main banking 
floor. 

Because the State Bank & Trust 
Company of Wellston is located in a 
heavily-congested northwest Saint 
Louis suburban shopping area where 
curb-space is at a premium, bank 
officials see skytop banking as a time- 
saving answer to their customers’ 
parking problems. It is estimated 
that each “snorkel” can handle at 
least 60 cars per hour, thus assuring 
unusually speedy drive-on banking 
service. 

The Mosler “snorkels” will be 
spotted so as to insure a normal 
flow of traffic. Present plans call for 
the bank to keep the units open be- 
yond regular banking hours. The 
rear parking-lot and drive-on area 
will be floodlighted for nighttime 


operations. 


The new building will be four 
times as large as the bank’s present 
quarters, built 12 years ago and now 
too small for efficient service, accord- 


ing to Mr. Kopitsky. END 


—120 YEARS OF LEADERSHIP 
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FINANCIAL INSTITUTION 
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FEDERAL DEPOSIT 
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TWIN CHECK GUIDES 


(Pat. Pending) 


The sensationally new bank aid for 
filing canceled checks that has been 
needed for 30 years. 


Says a Wisconsin Banker: 


“Frankly, ‘Twins’ are such a won- 
derful improvement over the mess 
we have been working with that we 
just can’t wait until we get enough 


1 + tell«si “ur 
for a complete ir 





WRITE TODAY FOR MORE DETAILS 


James L. Smith Co. 
1118 Mulberry St. — Dept F 
Des Moines, lowa 














»»ebefore it TALKS 


...is the way our doctors put 
it—“Our chances of curing 
cancer are so much better 
when we have an opportunity 
to detect it before it talks.” 


That’s why we urge you to 
have periodic health check- 
ups that always include a 
thorough examination of the 
skin, mouth, lungs and rectum 
and, in women, the breasts 
and generative tract. Very 
often doctors can detect can- 
cer in these areas long before 
the patient has noticed any 
symptoms. 


For more life-saving facts 
phone the American Cancer 
Society office nearest you, or 
write to “Cancer”—in care of 
your local Post Office. 


American Cancer Society 
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ALLENTOWN NATIONAL BANK CUSTOMER uses master-key to open his night deposit “Safety 
Sac with Arcolock”, while G. Winfred Baker, assistant cashier, looks on. 


@ Night Deposit System 
Cuts Handling Time, 
Saves Man-Hours 


F ACED WITH the persistent problem 
of lost padlocks, lost keys, and time 
consumed in locating hundreds of 
keys on the board, the Allentown 
National Bank of Allentown, Penn- 
sylvania recently installed a com- 
pletely new zipper-top deposit bag 
and master-key system which, accord- 
ing to the bank’s officers, improves 
operations. 

The bag, designed for night-de- 
pository use by A. Rifkin & Com- 
pany, firm specializing in currency 
bags for banks, is called the Rifkin 
Safety Sac. It features an exclusive 
Yale-made Arcolock, which elimi- 
nates all the annoyance of the loose 
padlock-bag. The Arcolock is a tam- 
per-proof integral part of the bag 
which cannot be lost. 

How iT works. To lock the bag, 
the zipper is closed all the way and 
a plunger is pressed down, locking 
automatically. The key itself cannot 


be locked inside the bag because the 
Arcolock cannot be locked unless the 
key is in the lock. 

To further expedite the system and 
cut down on man-hours spent in 
locating individual keys, the bank 
has carried the efficiency program a 
step further with the adoption of the 
Rifkin master-key system. This en- 


‘ables the bank to open hundreds of 


bags with one master-key. Each bag, 
however, has individual locks for 
customer protection. 

Since the switch-over to this new 
type of currency bag, the- Allentown 
National Bank reports a substantial 
saving in bag-handling time, greater 
customer satisfaction, and actual in- 
crease in the number of night de- 
positors. END 


**‘Vanishing”’ Americans? 
There are more than 450,000 
American Indians, on reservations or 
registered with the government, in 
the United States today. Most nume- 
rous are the Navajos of Arizona. 
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Now, with this one card, you can say, “Charge It,” at thou- 
sands of leading restaurants night clubs, hotels, florists, auto 
rental agencies, etc., in every major city of the United States, 
as well as key centers in England, Canada, Mexico, Puerto 
Rico, Hawaii and other countries all over the world. This is 
a must-have passport to good living and unquestioned credit 
for executives, salesmen, travelers, people who must keep 
records of spending for entertainment and travel. Get the red 
carpet treatment both in your own city and in distant places 
you may never have visited before. Over 100,000 executives 
are already using this invaluable credit card. The personal 
prestige is enormous, the convenience is matchless, and, in 
addition, the credit card booklet, containing a complete list of 
member establishments, is a handy guide to the best places 
in each key city. 


WHAT YOU CAN CHARGE: 





Charge food, drinks, hotel rooms at the finest restaurants, 
nightclubs, hotels, hotel dining rooms wherever you may go. 
Many auto rental companies, florists, fruit and delicacy shops, 
and travel services will also honor your card. New services 
are constantly being added to the Diners’ Club list. 





HOW YOU PAY: 
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Diners’ Aub” crevit card APPLICATION 


SUBSCRIPTION DEPT. - ROOM 1917 - 205 E. 42Np ST., NEW YORK 17, N. Y. 


Your Key to the City eee 


...in Every Key City 
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EXPENSES FOR BUSINESS ENTERTAINING AND TRAVEL 
OCCUR DAILY IN THE LIFE OF EVERY BUSY MAN, YET MANY 
PAID FOR IN CASH ARE FORGOTTEN, LOST, NOT DE- 
DUCTED. WHEN YOU PAY THE DINERS’ CLUB WAY EVERY 
CHARGE IS RECORDED, YOU RECEIVE AN ACCURATE, 
PERMANENT RECORD OF YOUR EXPENDITURES, AT HOME 
OR AWAY. AT TAX RETURN TIME YOUR DINERS’ CLUB 
STATEMENTS ARE AN INVALUABLE AID TO YOU AND 
YOUR ACCOUNTANT IN REMEMBERING AND VERIFYING 
THOSE EXPENSES. YOUR INCOME TAX SAVINGS ON ONE 
DINNER CHECK REMEMBERED THAT YOU MIGHT HAVE 
FORGOTTEN WILL MORE THAN PAY THE SMALL CHARGE 
OF DINERS’ CLUB MEMBERSHIP FOR YOUR ENTIRE OR- 
GANIZATION. 


CHARGES: 





The only charge is $5.00 a year for individuals, firms, or 
families. When your firm or family is a member, any number 
of personalized credit cards will be issued at no additional 
charge to each authorized individual in your family or 
organization. 





(Please answer all questions—type or print) 
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Merely sign the check or bill at 4 ae ae fs 
any Diners’ Club member estab- oe Phone Own Home 
lishment. At the enc of the month a Home Address City Nana State 
you receive only one itemized, 5 Company Neme oe ay 
accountant-verified statement re- ares en a aileai 
flecting all charges. You pay once H How long employed. __Position Social Security No. 
each month. H Regular 
4 Bank. Branch Special 
§ Charge Accounts at 
Send invoice to Individual at home 0 Inditidual at Office ©) Company 


SEND 
THIS COUPON! 
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4 
4 
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July 1954 


0 
$5.00 check herewith (1 yr.) 
ard bolder assumes individual responsibility with company applicant. 


individual's Signatur 
If company account-authorized sig 


0 Invoice for $5.00 fee 








Tile. 
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I. B.A. Legislative Chairmen 
Appointed in Two More States 


‘ 

Oca on THe HeELS of its highly. 
successful annual convention at De- 
troit (see story and pictures in the 
June issue of Tue INoePENDENT 
Banken), the Independent Bankers 
Association of America continues to 
come up with additional appoint- 
ments in the category of legislative 
chairmen, 

In Alabama, the following selec- 
tions are reported by P. S. Jackson, 
president of Peterman State Bank, 
Peterman, state executive council- 
man: 

District 1 John B. Barnett, Jr., 
president of the Monroe County 
Bank, Monroeville, 

District 2 J. A. Hargett, vice 
president and cashier of the Bank of 
Brewton, 

District 3 Wilmer Parker, cas- 
hier of the Bank of Ozark. 

District 4 Carlie G. Smith, 
president of the Bank of Prattville. 








ly 


P. &. JACKSON 
Alabama 





SAM M. RICHARD 
Lovisiana 


District 5 D. C, Wadsworth, 
president of the American National 
Bank, Gadsden. 

District 6 — J. Wesley Davis, vice 
president of the Bank of York, 

District 7 Dr. G. W. Bledsoe, 
president of the Leeth National Bank, 
Cullman, 

District 8 KE. W. McLeod, presi- 
dent of the Morgan County National 
Bank, Decatur. 


District 9 R. D. Russell, execu- 


Since 1875 


Zuality 








tive vice president of the Exchange 
Bank, Birmingham. 

Sam M. Richard, president of the 
Gulf National Bank, Lake Charles, 
director in the LB.A. for Louisiana, 
has made these appointments in his 
state : 

Districts 1 and 2 — Lawrence A. 
Merrigan, vice president of Progres- 
sive Bank & Trust Company, New 
Orleans. 

District 3 — W. J. Begnaud, execu- 
tive vice president of the First Na- 
tional Bank, Lafayette. 

District 4 — Hy C. Dillard, presi- 
dent of the Caddo Trust & Savings 
Bank, Belcher. 

District 5 — T. T. Hargrove, exe- 
cutive vice president of the Tensas 
State Bank, Newellton. 

District 6 Clayton Rutledge, 
vice president and cashier of the 
Bank of Commerce & Trust Com- 
pany, Saint Francisville. 

District 7 F, A. Gallaugher, 
executive vice president of the Jeff 
Davis Bank & Trust Company, Jen- 
nings. 

District 8 — E. Gauthier Coco, 
president of the Moreauville State 
Bank, Moreauville. END 


We Have Been Supplying Discriminating Bankers With 


Bank Checks, Pass Books and Other Banking Requirements 


MILTON C. JOHNSON COMPANY 


78-80 WALKER STREET 
NEW YORK 13, N. Y. 


MANUFACTURING AND SERVICE BRANCH PLANTS AT 


BUFFALO 
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WILCOX 


WWsutneron, D. C. <~ Members of Congress are taking seriously Mao Tse-Tung’s Moscow 
memorandum on world conquest. It is a brief time-table of world revolution that 


makes grim reading. 


The document appeared in the Congressional Record of April 29, 
and is less than a page in length. It was inserted by Senate Majority 
Leader Knowland of California, who said: "I believe the information 
substantially states the communist policy on world revolution.* 


Meanwhile, Washington newsmen have been given a 24-page program 
- 4 of the American communist party. It says that “the answer to our pres- 
q ent national plight is not a switch back to another Truman-type admin- 

% istration,” but a "new administration which starts to build again 
where the New Deal left off." 





SEN. KNOWLAND 


Bank Holding-Company Legislation -- Resumption of Senate hearings to complete 
the opposition's record remains a hoped-for objective. However, it is now more hope 
than realistic expectation. It is fairly definite that there will be no hearings 
this month, and in July the pressure for adjournment of Congress can react against 
action. AS a practical matter, it must be admitted that hopes for a bill and report 
this year are not now good. 





Independent Bankers Suffer Through Disloyalty -- While the cur- 
rent bank holding-company bill sleeps fitfully, Senator Maybank (D., 
- C.), a former banking committee chairman, noted on the Senate floor 
recently that a previous bill was prevented from coming to a vote by 
then Senator Cain (R., Wash.), who said he would "do everything he could 
to prevent its passage." At that time, Cain posed as a friend of the 
Independents, some of whom contributed heavily to his political cam- 


paigns. SEN. MAYBANK 








Supervisory: John L. Lewis, Banker <= The president of the United Mine Work- 
ers controls two large Washington, D. C., banks, hence he is now interested in the 
Reserve board. Dramatizing this interest, he asked, by way of a UMWA public state- 
ment, that Treasury Secretary Humphrey use his influence to see that board vacancies 
are "filled by qualified representatives of the agricultural and labor population." 
"Such strengthening of the board... would, beyond cavil, be in the public inter- 
est,” said John L. He would have his say on the labor governor, presumably. 





Independents Concerned Over New Holding-Company Bank -- Six Omaha independent 





bankers, accompanied by Secretary DuBois, visited Comptroller Gidney in opposition 


to granting an application of the Northwest Bancorporation to a fourth Omaha bank. 
Theré appears no indication that the comptroller is committed, ideologically. END 
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Banks’ Special Services 


Need the credit rating of a Seattle 
firm immediately? 

Want your marriage license pur- 
chased, the preacher engaged? 

Or perhaps you need your family 
moved to the Panama Canal Zone? 

Then call your banker — that’s a 
part of his personal service opera- 
tions. 

All these things and literally hun- 
dreds of others having no connection 
with banking, have been performed 
by Nashville banks, and others are 
being added. 

Not that most bankers are enthu- 
siastic about initiating services, whol- 
ly unconnected with banking, but the 
growth of the banking business and 
competition is revamping banking 
procedures, 

Some of the banks have set up 
special service departments, and 
others spread the -work out among 
various departments. Each year Nash- 
_. Ville banks are handling thousands of 
requests for airline tickets, railroad 
tickets, hotel reservations, gift-pur- 
chasing, passes to sporting events. 

All of them also have special ser- 
vices that are connected with bank- 
ing. For instance: 

Commerce Union has four master 
farmers on the payroll who work with 
farm customers, going to farms, giv- 
ing advice, making loans, furnishing 
farm record books. 

For 17 years the bank lent “Old 
Signal”, a top Jersey bull, to farmers 
for breeding. When he died he left 
10,000 offspring, all championship 
stock. A monument to him was erect- 
ed by the Artificial Breeders Associa- 
tion at Brentwood. 

The bank has many other services. 
It once performed the complete job 
of moving an Army man’s family to 
the Panama Canal Zone. 


First American National offers 55 
special services. These include facil- 
ities to transfer funds by telegraph 
or cable anywhere in the world; ad- 
vice on setting up pension and profit- 
sharing plans; serving as a main de- 
pository and clearinghouse for major 
banks in Tennessee, Alabama, and 
southern Kentucky; assistance to 
customers with a 73-year file of cred‘t 
information. 

The bank has. been known to ob- 
tain baby-sitters, buy shoes, arrange 
credit, entertain whole families, ar- 
range for out-of-town girls to enter 
schools, and many other things. 


Third National in two cases has 
purchased marriage licenses, engag- 
ed ministers, and handled all other 


W. J. BRYAN 
is vice president of the 
Third National Bank 
of Nashville 
and president of 
Independent 
Bankers 
Association 
of America 


details for marriages of out-of-town 


customers in Nashville. When a cus- 
tomer’s daughter had a wreck here, 
the bank took over. It arranged for 
doctors, hospitalization, repair of the 
car, and numerous other details to 
get her safely back home. 

It also acts as a clearinghouse for 
more than 300 smaller banks in 
Tennessee, Alabama, and Kentucky; 
gives investment and tax advice to 
correspondent banks; safekeeps their 
securities; aids smaller banks in big 
loans; maintains a bank wire to 188 
banks in 54 cities to get quick credit 
information for customers, 


ee ° 

We Aachilects are scrupulous 
in small things,” wrote Sir Christopher 
Wren over 250 years ago. Krueger archi- 
tects, working in teamwork with Krueger 


operational analysts and engineers, are 
qualified by experience in bank design to 


give you the most for your money. 
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Nashville Trust Company and 
Broadway National Bank also provide 
many of these services. 

— Albert Cason in the Nashville Tennesseean. 
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An Open Letter 
To the Staff of the 
Senate Majority Policy Committee 


Your “Senate Majority Memo” of 
April 15 stresses the importance of 
repeating the “Big Truth” in contrast 
to the “Big Lie” in respect to preced- 
ing misdeeds of the so-called Demo- 
crats. It is indeed important that 
every effort be made to bring to the 
attention of the public the truth as 
to the policies and activities of the 
Administrations and Congresses in 
power. 

Since your “Memo” refers to re- 
vealing the truth about “inflation”, 
among other things, under “three 
Democratic Admin- 
istrations”, the 
facts in respect to 
the activities of 
the present Ad- 
ministration in the 
monetary field up 
to date also must 
be presented if the 
interests of truth 
are to be~ served. 
Important facts 
which should not 
be omitted are the 
fcllowing: ‘ 

1. That Burgess of the Treasury 
has appealed to Congres3 to continue 
with the irredeemable currency sys- 
tem inflicted on the people of the 
United States by the New Deal. 





DR. SPAHR 





MR. MARTIN 


MR. BURGESS 

2. That Martin of the board of gov- 
ernors of the Federal Reserve system 
has done likewise — but for_a reason 
just the opposite of that given by 
Burgess. (Martin contended at a Sen- 
ate committee hearing, March 29, 
1954, that we should not have a re- 
deemable currency because economic 
conditions are not bad enough; Bur- 
gess, because they are not good 
enough). 

3. That the Administration has 
thus far reversed itself on its sound- 
currency plank on which it was elect- 
ed, as did the Democrats in 1933. 

4. That under the present Adminis- 
tration, monetization of the federal 
debt by the Federal Reserve banks 
reached a higher level than ever at- 
tained under the New and Fair Deals. 
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5. That the Administration has 
placed a bill before Congress to ex- 
tend for another two years the autho- 
rity of the Treasury, granted by the 
New and Fair Dealers, to sell its 
securities directly to the Federal Re- 
serve banks in an amount up to 
$5,000,000,000 — a device for direct 
monetization of federal debt. 

6. That the Administration has 
placed a bili before Congress to re- 
move the 10% penalty on a Federal 
Reserve bank for paying out the Fed- 
eral Reserve notes of another Federal 
Reserve bank — it being the purpose 
of the Administration bill to get 
greater expansion, and to remove 
gome of the pressure for contraction, 
of Federal Reserve notes. 

7. That the Administration has per- 
mitted the Federal Reserve autho- 
rities to continue to give to the Unit- 
ed States Treasury, in violation of 
Section 7 of the Federal Reserve Act, 
as did the Reserve authorities under 
the Fair Deal after 1946, 90% of the 
earnings of the Federal Reserve 
banks, derived largely from the 
monetization of federal debt by those 
banks, and has allowed the Treasury 
to accept this gift from the Reserve 
officials, who have no authority to 
make it -— even in the guise of an 
“interest charge on Federal Reserve 
notes” under authority of Section 16 
of the Federal Reserve Act, since the 
gift is not an interest charge under 
that section. 

8. That, as the first step taken 
in 21 years by a political party to 
provide the people 
of the United 
States with an 
honest and sound 
money, Senator 
Bridges and Repre- 
sentatives Reece, 
Reed, Hale, and 
Hiestand, have in- 
troduced gold stan- 
dard - redeemable 
currency bills in 
accordance with 
SENATOR BRICKER the commitment of 
the Republican platform, and that 
hearings have been held on the 
Bridges bill by a Senate sub-commit- 
tee under the chairmanship of Sena- 
tor Bricker. 


— Walter E. Spahr, professor of economics, 
New York University; executive vice 
president, Economists’ National Committee 
on Monetary Policy. 


* 
First Auto, Red-Style 


Latest edition of the official Soviet 
encyclopedia claims that a Russian 
invented “the first automotive car- 
riage” in 1752. 

Seems the Reds use the word “auto- 
motive” in its most literal sense, i.e., 
self-running. Turns out the Russky 
“invention” had two peasants run- 
ning along inside the carriage. 
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Up and Coming 

















June 18-19 Vermont Bankers Assn. at Equinox House, Manchester 
June 21-22 Washington Bankers Assn. at Winthrop Hotel, Tacoma 
June 21-23 Wisconsin Bankers Assn. at Schroeder Hotel, Milwaukee 
June 24-26 Michigan Bankers Assn. at Grand Hotel, Mackinac Island 
June 24-26 Montana Bankers Assn. at Many Glacier Hotel, Glacier National Park 
June 25-27 Maine Bankers Assn. at Poland Spring House, Poland Spring 
July 8-10 Central States Conference at Grand Hotel, Mackinac Island, Michigan 
July 22-24 West Virginia Bankers Assn. at Greenbrier Hotel, White Sulphur Springs 
July 26-Aug. 7 N.A.B.A.C. School of Bank Auditors and Comptrollers at University of 
Wisconsin, Madison 
July 26-Aug. 7 Financial Public Relations Assn. School at Northwestern University’s 
Chicago campus 
Aug. 23-Sep. 4 School of Banking at University of Wisconsin, Madison 
Sep. 26-30 Financial Public Relations Assn. at Statler Hotel, Washington, D.C. 
Sep. 27-30 Mortgage Bankers Assn. of America at Conrad Hilton Hotel, Chicago, 
Ilinois 
Oct. 3-6 Consumer Bankers Assn. at Hotel Roosevelt, New Orleans, Louisiana 
Oct. 11-12 Nebraska Bankers Assn. at Fontenelle Hotel, Omaha 
Oct. 17-20 American Bankers Assn. at Atlantic City, New Jersey 
Oct. 18-21 National Assn. cf Bank Auditors and Comptrollers at San Francisco, 
California 
OFFICE FURNITURE .. . 
| | | © CORRECT 
OFFICE 
INTERIORS 





Our service covers everything 
from minor detail to architec- 
tural designing, complete decor, 
color harmony and furnishings. 


JACOBSONS 


219 SOUTH 5TH ST. 
Telephone MAin 8828 
MINNEAPOLIS, MINNESOTA 

















General Pass Book Company 


40 MERCHANT STREET - STE. GENEVIEVE, MO. 


Manufacturers of Pass Books and Check Covers 


Commercial Books 
Savings Books 
Machine Posting Books 


Pocket Check Covers 

3-to-page Check Covers 

Special covers of all kinds. 
* 


Equipped to manufacture covers made of: 


PLASTIC, IMITATION LEATHER, VELLUM DELUXE CLOTH AND OTHER MATERIALS 


a 
Prices and samples cheerfully submitted. 
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FOR A BETTER LIFE... 


Everyone wants to increase his standard of living. This is natural 
and good, and all progress stems from this desire. 
As another service to its customer, your bank is cooperating with a 
number of leading banks throughout the United States in a series of 
studies to determine and explain in non-technical language the 
fundamental reasons for our high standard of living, 





It is hoped that this advertisement — and others to follow — will 
be of aid in helping you to determine for yourself the principles and 
practices that cause a decreasing standard of living, as well as those 
that lead to an increase. It is confidently expected that when we 
understand the various principles and practices involved, we will 
choose to accept and follow those which will-insure a further gain 
in the American standard of life, 
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Uncle Sam can be Santa Claus 
just so long - then lookout! 


A good many people seem to have an idea that there’s some sort of 
governmental magic that will get them something for nothing. 


What these people forget is the fact that before anybody can enjoy 
the use of any article, that article has to be produced. 


Governments don’t produce anything. They can direct and admin- 
ister, but they can’t legislate goods or merchandise. 


Even if the government started giving $100 bills to everybody we 
wouldn't be any better off. We'd have to produce more goods or 
we'd just wind up with more money — and higher prices. 


The only way any government can get goods to distribute to the 
Poe is to order the people to produce those goods. And then you 

nd the government bossing the people. Most Americans think it 
should be the other way around. 


Governments that start out as welfare governments— giving things 
to people — have to wind up as slave governments. We've seen it 
happen in Russia, Italy, Germany. It has started here, and it could 
get worse, if we insist on Uncle Sam becoming a year in — year 
out Santa Claus. 


How? Well, take your income tax. Your social security tax, amuse- 
ment tax, cosmetic and luxury taxes. How many days a year do 
you work for Uncle Sam? 
That’s how governments get things to “give” to the people. 
ie ee 
* It isn’t a question of having to choose between governmental social security 
and none at all. How about depositing part of every pay check in this 


Bank? You'll be pleased at how fast the money grows, and what a feeling 
of security it gives you. Start your own social security plan now. 


FIRST NATIONAL BANK OF SALT LAKE: CITY 


102 SOUTH MAIN STREET — SALT LAKE CITY 10, UTAH 
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Automobile Woes? Why? 


Every American banker has at least some depen- 
dence upon the health of the automobile business. The 
banker’s connections may be in respect to the automobile 
parts industry, the automobile manufacturing industry, 
new and used car dealerships, consumer automobile 
financing, or banking relations with the multitude of 
businesses associated with the massive automobile trans- 
portation business. 

With automobile sales in a depressed condition 
for 1954, many, many people in the business have adopt- 
ed a pessimistic, negative attitude. Bankers would be 
well advised to devote some energies to counteract this 
negative trend. We should not require a fighting war in 
order to have a fine level of prosperity. 

In our current automotive “recession”, produc- 
tion is not the problem. The automobiles, tires, gasoline, 
accessories, etc., can be turned out. What is required is 
real selling. 

Recently we heard the encouraging story of a De- 
troit car dealer, Don Bennett, who decided not to sit back 
and cry the 1954 automobile blues. Optimistically and 
aggressively, he organized a campaign of effective, per- 
suasive salesmanship. 

Firstly, Mr. Bennett addressed his attention to the 
market potential. In one instance this takes the form of 
sending salesmen to the small plants in the Detroit area 
where workers are earning some overtime. In another 
phase, Mr. Bennett has his men give out coupons to 
drivers as they pause for stop lighis during the morning 
flow of traffic. The salesmen are directed to concentrate 
on drivers of 1950, ’51, and °52 cars, since these have 
proven generally to be the most likely prospects for 
new cars. 

The coupons which are given to the drivers entitle 
the recipient to a free grease job. This harvesting of 
leads costs the dealer 60c per prospect, but it is a mighty 
cheap investment. A salesman is assigned to the garage 
where the grease jobs are furnished in exchange for the 
coupons, and the salesman pursues these prospects pro- 
fitably. 

On other days this new-era salesman is sent to 
office buildings and follows a practice that is sometimes 
overlooked by the more sophisticated new-car salesman; 
he talks with the switchboard operator who, it is learned, 
is pretty well up on the office gossip. She generally 
knows who is considering the purchase of a new car. 

Secondly, this Detroit auto dealer who has given 
new enthusiasm to the automobile business has estab- 
lished methodical control over his sales force. Mr. Ben- 
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nett uses the “25, 10 and 5” system. This means that 
each salesman is required daily to send out 25 postcards 
to prospects, make 10 calls on the telephone, and make - 
five personal contacts. This “pick-and-shovel” aspect of 
sales work was almost forgotten in the days of lush 
automobile selling. 

Thirdly, Mr. Bennett has introduced in his busi- 
ness the important incentive of relating a man’s personal 
profit gain to the company profit. Accordingly, instead 
of a flat commission scale as previously used ($40 on the 
Nash Rambler, $50 on the Statesman and $60 on the 
Ambassador), Mr. Bennett gives his salesman 20% on 
the gross profit realized on a new-car sale. Obviously, 
the figures for one month are inconclusive, but, at any 
rate, Mr. Bennett’s gross profit per car in May 1954 
was $372, compared with only $300 in May 1953. 

We are grateful to Mr. Bennett. He has blazed a 
bright trail. Other men in many phases of the automobile 
industry will be encouraged by this news. ; 

Bankers can help the economic health of this 
nation by passing along to their business customers this 
fundamental message: creative salesmanship lubricates 
the flow of commerce, and it takes energy, enthusiasm, 
imagination and perseverance to give our economy the 
real salesmanship it now so definitely needs. 
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“Jalhing “Jurkey 


As a long-time admirer of Clarence B. Randall, 
we were very much interested in the Fortune magazine 
article (June 1954) entitled “The Turks Like Capital- 
ists”. Our conclusion upon reading this article by Mr. 
Lehrman is that the Turk likes the Americah investor, 
alright, but the Turk has not made it very easy to 
reciprocate. 

The American finds some strange investment con- 
cepts in the Turkish mind. As reported by Mr. Lehrman, 
a minimum 30% return on investment is expected quite 
commonly, and businessmen occasionally double their 
money from one transaction. Bank dividends range from 
12% upward. 

In situations where government enterprises 
operate alongside private enterprise, the market price 
is generally set by the government unit which, naturally, 
is less efficient. This gives the private firm an exorbitant 
return. 

For four years now the Turkish government has 
been promising to get out of business in the vast array 
of state-owned coal, iron, steel, cement, chemical, paper, 
tobacco, etc. industries. After four years they still remain 
almost entirely state-owned. There is a very natural 
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suspicion that the Turkish government has overly-inflated 
their asking prices for these properties, The giant bureau- 
cracy does not relish supervising its own funeral, 

President Kisenhower selected Clarence B, Ran- 
dall, board chairman of Inland Steel, to head the Private 
Investment Mission. Mr. Handall went to Turkey in 
Atiwuat 1953, was received by the Turkish cabinet and 
the economice minister, conferred with businessmen and 
the press, 

In the kind of plain language which we like to 
eee, Mr, Randall “talked Turkey” with these Turks. In 
effect, he told therm: 

“You cannot consider the Russians as friendly 
hig brothers, Within three centuries you have fought 15 
wars with them, Right now they are breathing down your 
neck, However, that is not why American investors keep 
away. In atomic war, London and New York would 
furnish the prime targets, rather than Istanbul, The 
real problem is that the Americans do not know Turkey's 
great economic possibilities, so —— tell them! Americans 
are seared off by your etrange corporation rules and 
commercial codes, #0 rewrite them! They dislike 
competition from state-owned business, so get rid of 
it! Americans desire the same access to their earnings as 
at home, ao ~~ give it to them!” 

In a sort of “showease” manner, the Turkish 
situation shows us the politico-economic weaknesses 
found in governments back through the pages of history, 
and found in present-day politico-economic shortcomings 
in places like England and France. 

Th economic problems in Turkey are still far 
from being solved, despite the excellent advice the Tur- 
kish government has received. Mr, Randall's preserip- 
tions have not been followed, so far. We can be hopeful, 
however, that the wisdom in the basic economic truths 
which he has offered someday will be accepted there, as 
they need to be accepted in other areas of the world 
needing and desiring a better way of life, 
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Coffee Break for You? 


On two occasions we have commented on this 
subject. The resulting mail from readers always is in- 





teresting, especially because there appear to be no 
neutrals on the matter, Bankers are either definitely 
for ot definitely against. 

Giles H. Miller, Jr., president of the Culpeper 
National Bark, Culpeper, Virginia, recently prepared a 
report for the Financial Public Relations Association 
under the heading, “Coffee Breaks, and How They Affect 
Banks”. Mr, Miller received 96 replies to his letter to 
hanks stating, “I will greatly appreciate your dropping 
ine a short note as to whether your bank has coffee breaks 
or similar breaks, If you do, 1 would like you to tell me 
how it operates and how you feel about it”. 

The majority of replies were in favor of the 
break, and, in his report, Mr. Miller quoted interesting 
excerpts from the many letters received. 

Many bankers who do not subscribe to the idea 
of a coffee break as a matter of principle, nonetheless 
accept the custom as one being firmly established and 
not subject to disruption, Such bankers might do well 
to achieve personal peace of mind by simply embracing 
a favorable attitude toward the practice. 

One banker sent in to THe INperenvent Banken 
the published opinion of Albert G. Wiggam, D.Sc., re- 
aponsive to the question, “Does it pay to give employees a 
coffee break?” Dr. Wiggam’s reply was, succintly, “Yes; 
it results in inereased output and less labor turnover”. 

Cost-conscious bankers would do well to observe 
one of Mr, Miller's conclusions, to-wit, that it is generally 
better to have the coffee served on the bank premises 
than to require employees to leave the building. A 
caterer can bring in the coffee or proper facilities can 
be set up, depending upon conditions. Such a program 
helps the employees keep the break within reasonable 
confinement of time. Additionally, it generates goodwill. 

Some banks foot the coffee bill. The wisdom of 
this practice we question in the light of the fact that 
there will always be some individuals who would prefer 
not to imbibe this diuretic drink, yet, on the other hand. 
would feel unhappy about losing out on the enjoyment 
of some established employee benefit. More importantly, 
we feel that freedom is such an important thing in the 
wholesome climate of our country that freedom for the 
individual can and should be provided in a matter as 
personal as this, 

This brings our editorial page to a close. We need 
to go out for our morning break: another tall glass of 
ice-cold milk. 
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“6,000 employees...” 


A. W. STEUDEL 


President 
Sherwin-Williams Company 


“Naturally, we of Sherwin-Williams give complete endorsement to the Payroll 
Savings Plan. But we feel that mere approval of a national thrift movement that 
contributes so much to the personal security of our employees and the economic 
stability of our country is not enough. In our continuing effort to build employee 
participation in our Plan, we utilize the personal contacts and enthusiasm of our 
enrolled Payroll Savers. A recent person-to-person canvass by our employees put 
a Payroll Savings application blank in the hands of every man and woman in our 
plants and offices. The result, nearly 6,000 serious savers were added to our 


Payroll Savings Plan.” 


The personal interest of executives like Mr. Steudel, and the 
systematic bond purchases of more than 8,000,000 enrolled 
Payroll Savers are reflected in the following figures: 


© In March, 1954, purchases of U.S. Savings Bonds, Series 
E and H, by individuals reached $474 million, highest 
March figure in 9 years—a gain of 20% over March, 
1953. 

© Purchases of E and H Bonds, by individuals during the 
first quarter of 1954, totaled $1,380 million—the highest 
for any quarter since 1945. 


© The cash value of Series E and H Bonds held by indi- 
viduals at the end of March, 1954, was $37 billion, 175 
million—the highest in the thirteen year history of the 
Savings Bond program. 


@ Payroll Savers are serious savers: over 75% of the 


amount of Series E Bonds that matured since May, 1951 
—almost $9 billion—is still being held by individuals 
under the Treasury's 10 year optional automatic exten- 
sion plan. 


© For the third straight month of 1954, sales of E and H 
Bonds exceeded maturities and redemptions. The sales 
excess amounted to $242 million on March 31—the high- 
est first quarter net since 1950. 


If employee participation in your Payroll Savings Plan 
is less than 50°%—or if your company does not have a 
Payroll Savings Plan, get in touch with Savings Bonds 
Division, U.S. Treasury Department, Washington, D.C. 
Your State Director, U.S. Treasury Department. will be 
glad to help you install a Plan and build employee partici- 
pation. 


The United States Government does not pay for this advertising. The Treasury Department 
thanks, for their patriotic donation, the Advertising Council and 
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Otto H. Preus 
Vice President 


John D. Cleary 
Assistant Cashier 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Ti. approaching wagon train spelled 
danger to the Sioux brave standing his 
lonely watch on the hillside. To him it 
meant more white invaders of his hunt- 
ing ground. Quickly and efficiently, he 
dispatched a message of smoke to his 
tribe camped far ahead of the train. 

Warned in advance, a Sioux war party 
was waiting in ambush for these hardy 
pioneers... ready to annihilate them be- 
fore they were prepared. Fortunately, 
scouts in the wagon train could also read 
smoke signals. Within minutes, the word 
was passed throughout the train, and 
everyone was on guard for attack. 

Today, an advance signal of an indi- 
vidual’s credit standing or acorporation’s 
management record and capital structure 
is absolutely essential in successful finan- 
cial transactions. 

The Marquette National Bank of Min- 
neapolis constantly supplies up-to-the 
minute credit information and gives com- 
plete consumer credit assistance to many 
Independent Bankers of the Upper Mid- 
west, 

You, too, can receive these important 
services ... plus help with all of your 
banking requirements. Just call on the 
friendly folks of Marquette’s Department 
of Banks and Bankers. They'll be happy 


to serve you, 
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President 
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Vice President 
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